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WANTED for 
FORGERY! 


—Mr.Z— 


NO PHOTOGRAPH AVAILABLE. OPERATES 
UNDER MANY ALIASES. 43 TO 45 YRS., 
5 FT. 8 IN. TO 5 FT. 9 IN., 140 TO 145 LBS., 
MEDIUM BUILD, SPARSE SANDY HAIR, 
SALLOW COMPLEXION, PROMINENT CHEEK- 
BONES, EVEN TEETH, MAY HAVE SMALL 
MUSTACHE. NEATLY DRESSED. 


states: “After more than half a century 
- of first-hand experience in protecting 


Here is an artist's attempt to reconstruct the appearance of 
Mr. Z. Descriptions of check forgers are being constantly 
published in the “Protective Bulletin” issued by the American 
Bankers Association, as a warning to bankers. 


The Wavy Lines are a LaMonte Trade Mark 


One of the most valued functions of the 
American Bankers Association is its 
powerful, continuous Educational 
Program against preventable losses 
through the activities of bank crim- 
inals. )) )) James E. Baum, one of the 
leaders in this work and Manager of 
the A.B.A.’s Protective Department, 


For Samples of La Monte Safety Paper see your 
Lithographer or Printer—or write us direct. 


LA MONTE 


GEORGE LA MONTE & SON 


banks against loss from crime, the 
records of this department have con- 
clusively demonstrated that simple 
preventive measures are the bank’s 
best protection against crooks.” )) )) 
May we remind you that La Monte 
Safety Paper is just such a simple pre- 
ventive device. Long recognized as the 
standard for check protection, it has 
effectively demonstrated the truth of 
that famous axiom, “An ounce of pre- 
vention is worth a pound of cure.” 


BUY WAR BONDS AND SPEED VICTORY 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization's Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper provides maximum 
protection against counterfeiting—saves Banks sort- 


ing time— helps prevent errors, 





Bankers want a quality product, built with pre- 

WHEREVER YOU GO cision to operate with precision, and designed 
for long, dependable service. Bankers know the 

you SEE importance of being able to select freely from 
BURROUGHS MACHINES ° complete line of machines. They want to be 
sure of having dependable, efficient maintenance 

service. They place importance on the techni- 

cal help that can be given them in planning 


installations and applications. 


Bankers might buy Burroughs for any one of 

these reasons. Actually, they buy Burroughs for 
host all of these reasons. For Burroughs leads on all 
ey 


VICTORY 
counts—finer products . . . the most complete 


is WG, 
™ foughs line of machines . . . the leading service organi- 
be zation ... experienced counsel. No wonder that 
IN MACHINES in big banks and small . . . wherever you go 


| IN COUNSEL 
IN SERVICE . » . you see Burroughs machines, 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES + NATIONWIDE MAINTENANCE SERVICE + BUSINESS MACHINE SUPPLIES 
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CONTINENTAL ILLINOIS 
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OF CHICAGO 


Statement of Condition, June 30, 1945 








RESOU RCES 
Cash and Due from Banks $ 513,247,226.46 
United States Government Obligations 1,754,412,224.46 
Other Bonds and Securities 42,006,959.39 
Loans and Discounts 456,015,919.70 
Stock in Federal Reserve Bank 3,600,000.00 
Customers’ Liability on Acceptances 383,278.73 
Income Accrued but Not Collected 6,600, 401.89 
Banking House 10,950,000.00 


$2,787,216,010.63 


Deposits $2,610,638,198.03 
I oii ws v6 ads Rrbadea ws de LARerieikecbsamess 395,386.43 
Reserve for Taxes, Interest, and Expenses 14,641 ,288.30 
eae 18, 108,767.65 
Income Collected but Not Earned 154,528.55 
60,000,000.00 

60,000,000.00 

23,277 841.67 

$2,787 216,010.63 


United States Government obligations and other securities carried at 
$738 ,520,332.75 are pledged to secure public and trust deposits and for 
other purposes as required or permitted by law 








Member Federal Deposit Insurance Corporation 
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Seaess Accuracy? Convenience? Completeness? Whatever the 
criterion, whatever the need, whatever the question—if it 
involves federal taxes for revenue, the accepted reporter of the 
federal tax specialist, the first choice of the man “who must have 
everything” is Standard Federal Tax Reports. 


Whether they represent tax payer or tax collector, on whichever side 
of the tax fence they stand—Tax Men all endorse “Standard Reports” 
in use, collect real dividends from its breadth of coverage, official and 
explanatory, its dependability, and its down-to-earth practical values. 


For the “Standard Reports” subscription plan brings subscribers up to date 
immediately and keeps them up to date continuously. Its swift, detailed, 
informative weekly issues blanket the field of federal taxation most important 
to business and its tax counsel—reporting week by week the latest development 
in pertinent law or regulation, interpretation or ruling 
or court decision—the newest return, report, or form—all aX 
enriched and illuminated by editorial sidelights 
and plain English explanations. 


Accordingly, Standard Federal Tax Reports subscribers 
always have the facts, always know just what to do— 
and why and how to do it! 


Write for Complete Details 


COMMERCE) CLEARING; HOUSE, ING,, 


PUBLISHERS OF TOPICAL LAW REPORTS 





New YorK 1 CHICAGO 1 WASHINGTON 4 
EmPiIRE STATE BLDG. 214 N. MICHIGAN AVE. MUNSEY BLOG. 
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Guaranty Trust Company of New York 


Fifth Ave. at 44th St. 
LONDON 


Condensed Statement of 


140 Broadway Madison Ave. at 60th St. 
PARIS 


BRUSSELS 


Condition, June 30, 1945 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers 
U. S. Government Obligations . 
Loans and Bills Purchased . . 
Public Securities . . . . » 
Stock of the Federal Reserve Bank 
Other Securities and Obligations . 
Credits Granted on Acceptances . 
Accrued Interest and Accounts 

Receivable . . ° 
Real Estate Bonds and Mortgages 


Bank Buildings .... . 
Other Real Estate . . .. . 


Total Resources 


$ 59,250,014.00 


- $ 556,382,134.64 
2,143,853,239.75 
- 1,087,247,591.17 


7,800,000.00 
23,435,565.73 
1,816,331.85 


11,405,024.22 


1,524,984.90 


105,231,920.70 
9,335,564.19 
785,232.79 


. $3,902,835,683.24 
—_=—— 


LIABILITIES 


Capital ee © © @ @ 
Surplus Fund .. . « « « 
Undivided Profits . . . « « 


Total Capital Funds . 
General Contingency Reserve . 
Deposits. - $3, 
Treasurer’s Checks Outstanding 
Total Deposits . . 
Bills Payable . ... © 
Acceptances . . « « « 
Less: Own Acceptances 
Held for Investment . . . 


-« $ 90,000,000.00 


170,000,000.00 


47,374,454.58 


- $ 307,374,454.58 
35,051,222.67 


. - . . . 


469, 404, 579. 29 


21,529,517.18 


3,777,730.82 
1,961,398.97 


1,816,331.85 


Liability as Endorser on Accept- 
ances and Foreign Bills. . 
Dividend Payable July 2, 1945 
Items in Transit with Foreign 
Branches and Net Difference 
in Balances between Offices 
Due to Different Statement 
Date of Foreign Branches . 
Accounts Payable, Reserve for 
Expenses, Taxes, etc.. . « 


Total Liabilities . 


147,732.00 
2,700,000.00 


1,026,324.93 


23,785,520.74 


29,475,909.52 
- $3,902,835,683.24 
[=e 


Securities carried at $1,233,090,665.65 in the above Statement are pledged to qualify for 
fiduciary powers, to secure public moneys as required by law, to secure Bills Payable, 
and for other purposes. This Statement includes the resources and liabilities of the 
English, French and Belgian Branches as of June 26, 1945. 


Member Federal Deposit Insurance Corporation 


| Maintain A Subject File Of 
Bankers Monthly Articles 


Bankers Monthly has always been 
read thoroughly and with much 
interest by me. The articles on 
methods and procedures, bank prop- 
erties, and so forth, as written by 
other bankers from their own per- 
sonal experiences appeal to me most 
as they are always timely and well 
written. Quite often, the subject 
material deals directly with matters 
which we may be considering, and, 
at times, the articles open up new 
channels of thought for us. 

In my office, I maintain a subject 


340 


file on all banking operations and 
functions. Articles and clippings are 
filed there for reference at any time. 
Frequently articles clipped from 
your publication are distributed by 
me to operating men within our 
bank who are charged with the 
operation to which the subject spe- 
cifically refers. By sharing the mag- 
azine as we do, we believe that the 
maximum benefit is being received. 
—Charles H. Hewitt, vice president, 
The Detroit Bank, Detroit, Mich. 


Money is saved for what it will 
buy in the future—not for the in- 
terest. 
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The new depositors you bring into your bank now, 
plus those you already serve, are the likeliest 
prospects for the automobile, home, and home 
appliance financing you will probably offer when 
victory comes: Experience proves that bank cus- 
tomers “stay put” when their needs are taken care 
of in a way that pleases them. 

Right now busy men and women need special 
checking account services; the marked increase in 
popularity of such services proves that. Therefore, 
installation of No-Minimum-Balance Accounts can 
increase your bank’s present earnings and provide 
valuable customers for postwar business as well. 


A A A A STAT SKN ese yA, ere RH Sem 
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To assist you in doing this, The Todd Company 
has developed Special Checking Account Services 
that include: 

1. Flexible, bank-tested plans that may be 
tailored to your bank’s individual needs. 
2. Promotional material to help you build a 
profitable volume of this new business. 
The free Todd booklet “No-Minimum-Balance 
Checking Accounts” offers, in condensed form, 
some results of our research in this field. It will 
enable you to explore the profit opportunities these 
services offer your bank. Mail the coupon for it, 
today. 


THE TODD COMPANY, INC., ROCHESTER 3, N. Y. 


Please send me your booklet on No-Minimum-Balance Accounts, 
with suggestions for analyzing our own situation. Without cost or 
obligation, of course. 


COMPANY, INC. 


NAME 


ROCHESTER NEW YORK 


SALES OFFICES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 
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DIRECTORS 


EDWIN M. ALLEN 
Chairman, Mathieson 
Alkali Works, Inc. 


EDWIN J. BEINECKE 
Chairman, The Sperry & 
Hutchinson Co. 


EDGAR S. BLOOM 
President, Atlantic, Gulf and 
West Indies Steamship Lines 


LOU R. CRANDALL 
President, George A. 
Fuller Company 


CHARLES A. DANA 
President, Spicer 
Manufacturing Corp. 


HORACE C. FLANIGAN 
Vice-President 


JOHN M. FRANKLIN 
New York City 


CHARLES FROEB 
Chairman, Lincoln 


Savings Bank 


PAOLINO GERLI 
President, 
La France Industries, Inc. 


HARVEY D. GIBSON 
President 


JOHN L. JOHNSTON 
President, 
Lambert Company 


OSWALD L. JOHNSTON 
Simpson Thacher & 
Bartlett 


CHARLES L. JONES 
The Charles L. Jones Company 


SAMUEL McROBERTS 
New York City 


JOHN T. MADDEN 
President, Emigrant 
Industrial Savings Bank 


JOHN P. MAGUIRE 
President, John P. 
Maguire & Co., Inc. 


Cc. R. PALMER 
President, Cluett 
Peabody & Co., Inc 


GEORGE J. PATTERSON 
President, Scranton & 
Lehigh Coal Co. 


HAROLD C. RICHARD 
New York City 


HAROLD V. SMITH 
President, Home 
Insurance Co. 


ERNEST STAUFFEN 


Chairman, Trust Committee 


GUY W. VAUGHAN 
President, Curtiss-Wright 
Corporation 


HENRY C. VON ELM 


Vice-Chairman of the Board 


ALBERT N. WILLIAMS 
President, Western Union 
Telegraph Company 





MANUFACTURERS | 
TRUST COMPANY 





Condensed Statement of Condition as at close of business 
June 30, 1945 





RESOURCES 

















Cash and Due from Banks. . . . . .$ 381,982,154.20 
U.S. Government Securities. . . . . 1,319,364,691.70 
U. S. Government Insured F. H. A. | 
Mortgages . . . be ale ks aril 4,644,383.41 
State and Municipal Bonds ee 18,326,487.42 
Stock of Federal Reserve Bank. . . . 2,211,350.00 i 
Other Securities. . . . ss elles 17,931,491.93 
Loans, Bills Purchased sail Doser’ | 
Acceptances ......... . 484,681,046.19 | 
RN Sa okt Ch Soe ane wr aS 11,980,410.12 1 
Banking Houses. . . . éciueae & 11,592,030.67 ] 
Other Real Estate Equities ‘ge ee 421,428.73 
Customers’ Liability for Acceptances. 3,545, 106.95 | 
Accrued Interest and Other Resources . 4,869,546.12 
| $2,261,550,127.44 | 
LIABILITIES ! 
| Preferred Stock . . . $ 7,709,700.00 | 
| Common Stock . . . 33,000,000.00 
Surplus... . .  33,000,000.00 
Undivided Profits . . 22,103,272.03 $ 95,812,972.03 
Reserve for Contingencies .... . 8,468,300.66 
Reserves for Taxes, 
Unearned Discount, Interest, etc. . 6,317,458.55 
Dividend on Common Stock 
(Payable July 2,1945) ...... 824,998.50 
Dividend on Preferred Stock 
(Payable July 15,1945)... ... 192,742.50 
Outstanding Acceptances .. . ... 4,073,017.12 
Liability as Endorser on Acceptances 
and Foreign Bills ........ 439,849.33 
Depots. ww cc ws cee s so Ree 








$2,261,550,127.44 


United States Government securities carried at $426,725,501.13 are pledged to 
secure U. S. Government War Loan Deposits of $398,135,001.47 and other public 
funds and trust deposits, and for other purposes as required or permitted by law. 


Principal Office: 55 Broad Street, New York City 
68 BANKING OFFICES IN GREATER NEW YORK 
European Representative Office: 1, Cornhill, London, E. C. 3 


Member Federal Reserve System 
Member New York Clearing House Association 
Member Federal Deposit Insurance Corporation 


Preferred shares, all of which are held by institutions and other investors, have a par value of $20 and are 
convertible into and have a preference over the Common to the extent of $50 per share and accrued dividends. 
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from the bane of dle facts 


What is unusual about this man? 

It’s his ability to inject control into 
banking records . to give them 
“Fact-Power” 

Unless they provide the means of 
control, your records are a mere his- 
tory. They fail to indicate in them- 
selves what action should be taken, and 
when. This means that thousands of 
loan, collection and other decisions 
must wait upon analysis of recorded 
facts. 

In modern banking practice, sight 
analysis has been 
made possible by 
the development of 
Kardex Graph-A- 
Matic charting sig- 


Manna 


KARDEX IS | 


.. 1 among many methods and types 
of equipment from which the Sys- 
tems Technician selects and combines 


nal control, and is now saving valu- 
able man-hours every day where 
officials have called in the Systems 
Technician. While providing the all- 
important control, this man is also 
able to simplify and consolidate dup- 
licated and over-lapping records. He 
can design them to eliminate waste 
effort, house them for faster, easier 
reference, and protect them from fire 
at the point of use. 

Through knowledge interchanged 
with his hundreds of colleagues, he 
offers you the accumulated record- 
control experience of leading organi- 
zations everywhere. He is at our 
nearest Branch Office, and can go to 
work for you today. 


LABOR SAVED = 


VISIBLE “charting” assures prompt fol- 
low-up of delinquent installment loans. Be 
ready for vastly increased consumer credit 
activity ... with the efficient record control 
essential to realization of maximum net earn- 
ings. Requirements dictate methods, but 
one of the best comes from the Manchester 
Bank, St. Louts. This Kardex combines 
credit and ledger records, eliminating cross 
reference and signalling overdue payments 
with Graph-A-Matic control on visible mar- 
gins. User reports labor of two clerks saved 
on follow-up alone. Records are housed in 
Safe-Kardex for point-of-use fire protection. 


COL-VELOPES work double to build 


banking-by-mail at low cost. With this new- 
style, self-mailing return envelope, the de- 
positor fills out the “Mail Deposit Slip” and 
the “Mail Deposit Receipt,” the latter being 
initialed aud returned by the bank in the 
next Col-Velope. This system lowers sta- 
tionary costs, saves handling time, evens off 
level of work. Full-size deposit slips facili- 
tate sorting, and checks are received un- 
folded, ready for speedy processing. The 
best way to open up a new field of deposits. 


KOMPAKT Fastener Mortgage Folders 


keep papers in order and save vault space. 
The East Brooklyn Savings Bank like many 
others, recently modernized its mortgage 
file with this ingenious system. Folders hold 
records flat in unfolded position, all papers 
being secured at top by strong Kompakt 
Fasteners. Flat filing often saves 50% or 
more of space in crowded vault files. Exten- 
sion agreements and other documents face 
the mortgage and cannot be mislaid. Clear 
indexing assures fast, easy availability. 


SYSTEMS DIVISION 


REMINGTON RAND 


315 Fourth Avenue, New York 10, N.Y. 


COPYRIGHT 1945, REMINGTON RAND IN 


those best suited to individual needs. 
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THE NATIONAL CITY BANK 
OF NEW YORK 


Head Office 


55 WALL STREET 


New York 


Condensed Statement of Condition as of June 30, 1945 


Including Domestic and Foreign Branches 


( In Dollars Only— Cents Omitted ) 


ASSETS 


Cash and Due from Banks and Bankers 
United States Government Obligations (Direct 
or Fully Guaranteed) 

Obligations of Other Federal Agencies. ....... 
State and Municipal Securities.............. 
Other Securities. . . 

Loans, Discounts, and Bankers’ Acceptances. . - 
Real Estate Loans and Securities......:...... 
Customers’ Liability for Acceptances . 
Stock in Federal Reserve Bank . : 
Ownership in International Banking Corpora- 


Bank Premises 
Items in Transit with Branches 
Other Assets......... 


Es Krkind Goes hea ce 


Deposits..... 
(Includes United States War 
Loan Deposit $888,508,473) 
Liability on Acceptances and Bills. 
Less: Own Acceptances in Port- 


$11,222,858 
5,412,813 
Reserves for: 


Unearned Discount and Other Unearned 
Income 


Interest, Taxes, ‘Other Accrued Expenses, etc. 


Dividend . 
Capital 
Surplus... .. 
Undivided Profits. 


.. $77,500, 000 
. 122,500,000 
- 35,795,424 


$ 870,233,996 


2,450,211,199 
38,439,135 
146,610,633 
65,333,640 
1,133,553,536 
5,890,196 
4,388,066 
6,000,000 


7,000,090 
30,416,215 
15,935,264 

2,183,465 


$4,776,195,345 


$4,503,103,517 


5,810,045 


1,777,534 
25,678,825 
4,030,000 


235,795,424 


$4,7 776, 1195, 345 


Figures of foreign branches are included es of June 25, 1945, except those 
for enemy-occupied branches which are prior to occupation but less reserves. 


$1,122,797,592 of United States Government Obligations and $16,664,562 of 
other assets are deposited to secure $1,023.393,536 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Memker Federal Deposit Insurance Corporation) 





DIRECTORS 


GORDON S. RENTSCHLER 
Chairman of the Board 
W. RANDOLPH BURGESS 
Vice-Chairman of the Board 
WM. GAGE BRADY, JR. 
President 


SOSTHENES BEHN 
President, International Tele- 
phone and Telegraph Corporation 


CURTIS E, CALDER 
Chairman of the Board, Electric 
Bond and Share Company 

GUY CARY 
Shearman & Stcrling & Wright 

EDWARD A. DEEDS 
Chairman of the Board, The 
Nationa! Cash Register 
Company 

CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 

A. P. GIANNINI 
Founder-Chairman, Bank 
of America National Trust 
and Savings Association 

JOSEPH P. GRACE 
Chairman of the Board, 

W. R. Grace & Co. 

JAMES R. HOBBINS 
President, Anaconda Copper 
Mining Company 

AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 

GERRISH H. MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 

ERIC P. SWENSON 
S. M. Swenson & Sons 


GERARD SWOPE 
Honorary President, General 
Electric Company 
*REGINALD B. TAYLOR 
Williamsville, New York 





ROBERT WINTHROP 
Robert Winthrop & Co. 


*Serving with the armed force 
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countless Southern plantations in a few weeks, as King Cotton holds his first 
court of the season in the country markets. 
This commodity, so necessary in war and peace, bad to reach maturity to become 
really useful. So it is with your War Bonds—the “ripening” process goes on 
automatically as long as you are willing to hold them. And the person who cashes them in 
now not only sees his principal disappear for purchases made under war-time 
conditions, but loses by far the greater part of what gain he or she would have 
by holding them. 
Next time you think of cashing in your bonds—think of the day when 
you will get your money’s worth and more. Hold them and remember why 


* THE HOME « 











FIRE AUTOMOBILE »« MARINE 
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THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
STATEMENT OF CONDITION, JUNE 30, 1945 


RESOURCES 


Cash and Due from Banks . . . + $ 887,308,682.67 
U. S. Government Obligations, direct sind fully 

guaranteed . . . . «© «+ ¢ “we he Nee Se 2,900,026,165.84 
State and Municipal Securities. . . . . . . 108,523,241.16 
Other Securities . . ewe 163,520,939.48 
Loans, Discounts and inihnes’ ‘Acoupeanoes - «+  1,159,769,380.69 
Accrued Interest Receivable . ..... . 12,288,920.48 
Mortgages . . . er ere en ae 5,181,171.12 
Customers’ Accemnnce Liability ae a oe 5,179,307.26 
Stock of Federal Reserve Bank. . .... . 7,050,000.00 
Banking Houses . . . . «'+ «© «© «© «© « 34,571,632.24 
i Fe ee ee ae ee ee ee ee ee 3,551,808.26 
Other Assets .. . a a, a on 1,275,868.29 


$5,288,247,117.49 


LIABILITIES 


Capital Funds: 
Capital Stock o « © « « @813,600000.00 
Surplus é % oe « » S26 CCRCeR00 
Undivided Profits tae a 57,300,790.39 


$ 292,300,790.39 


Dividend Payable August 1,1945 .... . 5,180,000.00 
Reserve for Contingencies . . . . of ei 12,080,481.80 
Reserve for Taxes, Interest, etc. . . . ... 13,576,144.97 
Deposits. . . a ee ee 4,952,627,343.86 
Acceptances Outstanding - « $ 8,325,423.24 
Less Amount in Portfolio. 2,551,095.58 5,774,327.66 
Liability as Endorser on Acceptances 
and Foreign Bills . . . ©. © «© «© «© «© « 167,622.91 
Other Liabilities . a oe ee ° 6,540,405.90 
$5,288,247,117.49 





United States Government and other securities carried at $1,320,747,440.00 are pledged 
to secure U. S. Government War Loan Deposits of $1,120,367,649.78 and other public 
funds and trust deposits, and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 












QUESTION has been posed 

by the Editor of Bankers 
Monthly: “Does the Bank of Amer- 
ica loan department have some 
specific technique whereby it dis- 
covers the need of small business 
almost as soon as small business 
knows that it needs a loan?” 

Basis of the question was a stipu- 
lation that this bank had been 
financing small business before the 
agitation was developed nationally. 

As a matter of fact, loans to small 
business have been the chief lend- 
ing activity of Bank of America 
from the day of its opening, and its 
“technique” for discovering the 
needs of small business is simple. 

Except for our specialists for 
“big” business credits, our lending 
officers virtually live with small 
business for our branch officers are 
each a part of their community, with 
small business men for neighbors 
and friends. 

It can be said that, in the business 
categories, most of our branches 
throughout California deal exclu- 
sively with small business and the 
activities stemming from it, serving 
all their banking needs through the 
whole gamut of bank services from 
capital loans down through deposit 
Service, installment sales financing 
to systematic thrift savings accounts 
and War Bond sales for employees. 

In addition, our branch men serve 
with the business men of the com- 
munity on local chambers of com- 
merce, Red Cross, War Chest and 
War Bond committees, civic groups 
and fraternal organizations. For 
example, during 12 months ended 
April 30 of this year, 384 officers of 
our bank, representing 384 branches 
in 300 California communities were 
appointed to office in 468 organiza- 
tions of this character. Many others 
previously appointed continued in 
office through that period. 

It is only natural, therefore, that 
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We Get Loans From Small Business 


To Get Loans From Small Business, You 
Need To Understand Small Business 


By E. A. MATTISON 


Executive Vice President, Bank of America 
T. and S. A., San Francisco, Calif. 


Bank of America bankers find them- 
selves in a position to “discover the 
needs of small business almost as 
soon as small business knows that it 
needs a loan.” 

It is not to be presumed that these 
lending officers try to induce small 
business men to take loans beyond 
their real needs, That is not our 
kind of salesmanship. Small busi- 
ness banking is kept on just as 
sound a basis as any other kind, and 
must be in order to preserve the 
businesses as well as the bank. 

In this connection, we believe that 
one of our best commodities, in ad- 
dition to credit, is advice. Because 
our officers have continuous deal- 
ings with so many and varied lines 





EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST. 
CHICAGO 5, ILL. 





To Understand Small Business, You 
Need To Associate With Its Owners 





of business activity, both successful 
and otherwise, and have at their 
disposal the additional skills and 
services of highly trained special- 
ists maintained at the bank’s head- 
quarters, they can draw on a fund 
of experience and knowledge which 
makes them invaluable as counsel- 
lors. This counsel is always to the 
best interests of the business man. 
This does not conflict with the 
bank’s own best interests, subscrib- 
ing as we do to the principle that 
the best interests of the bank lie in 
the prosperity of its customers and 
the communities served. 

The whole Bank of America or- 
ganization is unswervingly devoted 
to the upbuilding of our state— 
“Banking that is building Califor- 
nia”—and we will confess with all 
due modesty that it is this guiding 
principle which has insured the 
growth of the bank and the state 








Eight Types Of Loans To Small Business 


1. Term loans are made for capital purposes to individuals, 


partnerships, and corporations. 


2. Short term commercial loans are made to any business 


with a credit rating. 


3. FHA loans are made for new store fronts, fixtures, altera- 


tions, and repairs. 


4. Commodity and warehouse loans are based on goods in 


storage. 


5. Accounts receivable are used as collateral for loans to 
jobbers, manufacturers, and wholesalers. 


6. Civilian aircraft financing is provided for dealers and 


distributors. 


7. Complete dealer financing includes loans on goods on the 
dealer’s floor such as automobiles, farm equipment, home ap- 


pliances, and furniture. 


8. A special plan has been developed for veterans who wish 


to establish a business. 
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How Loan Officers “Discover” New Loans. 


1. Bank officers take an active part in all local organiza- 
tions—many serve as officers of Chambers of Commerce, 
Service Clubs, Red Cross, and other public service groups. 


2. They offer advice and encouragement to local business- 
men for, the best interests of the bank lie in the prosperity of 
the customers and the community. 


3. They .do everything possible to develop the community 
and the whole state. 


4. The philosophy is that the way to anticipate the needs of 
small business is to understand small business. 


Many an ambitious youth has developed a small business with the aid of his local bank's 
money and the interest of the bank's loan officer. Not only can the loan officer provide 
money but he can help the “small” businessman find customers. 


side by side. Adherence to this prin- 
ciple has bred a confidence in our 
policies, advice and practices which 
brings business men, big and little, 
to our officers with their problems, 

It would seem, then, that at bot- 
tom, it is not so much a matter of 
techniques as of philosophies. Our 
philosophy is that the way to antic- 
ipate the needs of small business 
is to understand small business, its 
problems and patterns; to harbor the 
wish to serve it, foster it and de- 
velop it; to keep it sound and pros- 
perous. 

Naturally, this philosophy must 
be implemented technically through 
specially devised services, and these 
have been developed by Bank of 
America over the years to a point 
where we believe we now have the 
means to meet any credit need of 
any worthy enterprise, large or 
small (for we do also serve the 
needs of large business without sub- 
serving the cause of small business). 
Just as the man is the larger de- 
velopment of the boy, so many a 
large business is but a larger de- 
velopment of a small business, and 
our files contain the case histories 
of many a tiny enterprise which 
has been consistently encouraged 
through various phases of develop- 
ment into larger fields of accept- 
ance. There are fair examples of 
this in the motion picture, wine, and 
other industries, and new examples 
are now developing in the vigorous- 
ly growing California apparel in- 
dustry. 

For the next few paragraphs let 
us review some of the loan services 
offered to small business by our 
organization. 

Term loans are available for capi- 
tal purposes to individuals, partner- 
ships or corporations for commer- 
cial, industrial or professional en- 
terprises. These loans may be 
secured or unsecured, for any 
amount, $500 to $10,000 or more, 
with a final maturity of 12 months 
to five years or longer, and with a 
definite program of payments— 
monthly, quarterly or semi-annual- 
ly. Usually the terms of the note will 
be supplemented by an agreement 
specifically designed to aid the bor- 
rower to discharge his indebtedness 
in a manner which may be consid- 
ered most effective in relation to 
earnings of the business. 

Short term commercial loans and 
lines of credit are available, of 
course, to any and all business with 
credit satisfactory to justify the re- 
quired loan. 

FHA loans, in addition to Bank of 
America capital loans, are arranged 
for the purpose of new store fronts, 
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fixtures, alterations and repairs; 
also for painting, decorating, addi- 
tions, etc. 

Commodity and warehouse loans 
are available on commodities and 
many types of inventory stored in 
public or field warehouses. This plan 
is especially attractive to concerns 
which must carry large stocks of 
raw materials, 

Accounts receivable financing is 
available to manufacturers, whole- 
salers and jobbers. Especially de- 
signed to provide extra working 
capital, this procedure is a dignified 
banking transaction; debtors are not 
notified and there are no interrup- 
tions of regular routine. Those not 
now discounting are told that they 
can free the cash they now have in- 
vested in receivables and provide 
flexible working capital for all needs 
at a profit and at the same time 
assure adequate capital when sales 
expand. 

Civilian aircraft financing service 
is offered for the distributor and 
dealer as well as the manufacturer. 
Financing of inventory and demon- 
strators, as well as complete and 
flexible flooring accommodation, is 
available at low cost, and a tested 
flexible program of installment sales 
financing of aircraft is offered simi- 
lar to the procedure in automobile 
and other fields described in the 
next paragraph. 

Complete dealer financing service, 
embracing a wide and valuable 
flooring service for inventories to 
automobile, home appliance, furni- 
ture, farm and other. equipment 
dealers may be obtained under the 
Bank of America TIMEPLAN em- 
blem, and of course the financing 
of installment sales is also available 
under TIMEPLAN. 

Loan service for veterans of 
World War II, who will want to own 
a business, has also been developed. 
For this purpose Bank of America 
has introduced its Vet-Loan Plan, 
which is coordinated with the 
Serviceman’s Readjustment Act and 
supplements the Government GI 
credit program for veterans. Under 
Vet-Loan Plan each veteran’s prob- 
lem gets individual attention to 
assure him of exactly the right loan 
for his particular needs. 

So far, this discussion has dealt 
only with the philosophy and prac- 
tices of the bank with which the 
author is connected. Thousands of 
bankers will agree with the editor 
of Bankers Monthly who said: “This 
talk about banks raising funds to 
finance small business after the war 
has all seemed silly to me because 
every bank that has been on the job 
has been doing it all along and will 
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Loan officers visit “small businessmen in their own offices and give encouragement and 
advice. The officers also get information which makes it easier to help other businessmen. 


continue to do it individually and 
not as a group of banks after the 
war.” 

Yet there is a widespread belief 
that the banks have utterly ne- 
glected the small business field. This 


thousands of banks that are “on the 
job” will contribute their share to 
public enlightenment, it will be hard 
to persuade the nation that pater- 
nalistic governmental agencies can 
do more for private enterprise than 


cannot be held as a-reflection against 
a public which has not been in- 
formed. Although many banks, like 
Bank of America, have never con- 
sidered themselves in the mousetrap 
field and therefore do not wait for 
the world to beat a path to them 
through the woods, it should be rea- 
sonable to assume that, if all the 


private enterprise banking. Banking 
can build America! 


Strangers are not always crooks 
but crooks are almost always 
strangers. 


Talk with stockholders person- 
ally at every opportunity. 





The Chief Clerk Was Made Auditor 
And The Auditor Was Made Chief Clerk 


A medium-sized bank had a number of operating irritations. Employees 
in different operating depoziments were dissatisfied for one reason or 
another. Finally, the Board of Directors employed a Bank Management 
Consultant who surveyed the situation and recommended that the Chief 
Clerk be made Auditor and the Auditor be made Chief Clerk. 

The executive officers could not understand why such a recommenda- 
tion should be made and why, if carried out, it would have the desired 
effect. The consultant explained his recommendation this way: 

“Your chief clerk does not have the type of mind to handle people. He 
likes figures but he don’t like people. He tries to manage people on the 
basis of figures instead of the basis of personalities. 

“On the other hand, your auditor likes people; he gets along with 
people. They like him and he quickly sees the cause of a personal irrita- 
tion and is inclined to remove the cause.” 

It is a very different matter to deal with figures and to deal with people. 
Figures are always the same while people are different. There is no harm 
if the auditor thinks of figures only but there is harm if the chief clerk, 


who must manage operating employees, cannot deal sympathetically 
with those under his management. 
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Many Real Estate Loans Ahead 
—How To Get Your Share 


Here is the plan of an aggressive bank which is very successful in get- 
ting long-term loans. Its officers believe that we are to experience a 
big demand for loans on homes as soon as materials are available. 


S A result of our advertising 

, for post-war home building, 
and the inauguration of our Home 
Savings Club, we have built up a 
railing list of nearly 3000 names. 
At least 600 people on this list are 
known to be actual owners of home 
sites because many of the names 
were secured through a perusal of 
the land records of our suburban 
communities. 

From 1936, when building activity 
resumed in this locality, right down 
to the time when building was re- 
stricted, we repeated and enlarged 
upon our aggressive campaign for 
new mortgage loans which we 
started back in 1926, and which con- 
tinued down to about 1931. 

We had five men in the field seek- 
ing applications for mortgage loans 
of all types, but most especially on 
houses that were going to be con- 
structed. Two of these men were 
regular employees of this bank and 
are with us at the present time— 
the other three were on a brokerage 
commission basis, and we also had 
another man on our payroll engaged 
in the inspection of houses under 
construction. 

Our own men are immediately 
available to go into the field again 
whenever conditions warrant it—in 
fact they are now in touch with real 
estate dealers, contractors, material 
supply houses and others interested 
in the housing or real estate field. It 
is the business of these men to know 
who is going to build a house about 
as soon as the individual himself 
knows it. They must know what is 
going to be constructed over every 
excavation that is being made, and 
if we are not getting the construc- 
tion mortgage loan, who is, and why. 

We pay a fee of 25 cents per name 
to a clerk in the Town offices of all 
our suburban towns who forwards 
us the names of everyone who se- 
cures a building permit for the con- 
struction of a home. 

There are many activities in con- 
nection with this business in which 
we are engaged, and I merely give 
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By L. R. BAILEY 


Vice President, Bridgeport-People’s Savings Bank, 
Bridgeport, Conn. 


this background in order that you 
may see why we feel very optimistic 
about home building and the volume 
of new home mortgages in the post- 
war period. 


I believe our reputation in mort- 
gage lending has been built up by 
our friendliness, courteousness, 
service, and knowledge of the sub- 
ject. This is particularly true of the 
construction mortgage loan which 
we have specialized in for a great 
many years. We have heard it many 
times, and I believe it is a generally 
accepted thought: “If you want a 
construction mortgage loan go to 
the Bridgeport-People’s Savings 
Bank.” 

A construction mortgage loan, of 
course, is nothing more nor less than 


a permanent loan upon which the 
money is advanced during construc- 
tion. The permanent mortgage for 
the full amount is always drawn up 
and signed by the owners before 
and advances are made. 

Our outlook, right at the moment, 
appears to be, that, as soon as build- 
ing restrictions are lifted, satisfac- 
tory material and labor are avail- 
able, and if costs are not prohibi- 
tively high, we should have about 
500 to 600 applications for construc- 
tion mortgage loans in the first year 
of activity. The average loan being 
about $5,000, we have potential 
business in the amount of $2,500,000 
to $3,000,000. This is only a start, in 
our opinion, and it is reasonable to 
believe, we will have a very sub- 
stantial volume of mortgage busi- 
ness, especially of construction 
mortgage, for a five or six year 
period, and during this period, 
should make a new mortgage in- 
vestment of somewhere between 
$12,000,000 and $16,000,000. 

We propose to keep the name of 
this bank constantly before the pub- 
lic, stressing the service, and all of 
the facts regarding our mortgage 
loan facilities. 

When a mortgage loan is for a 
greater amount than we can loan 
under our state law, we urge the 
use of the F.H.A. insured mortgage 
and have had great success with this 
type, having originated more than 
$8,000,000 worth of F.H.A. mort- 
gages. 

We are stressing home loans to 
veterans. We have already made 15 
of these loans with quite a few more 
in the works. 


Sell your customer on the impor- 
tance of cash reserves. 


Most big opportunities carry price 
tags. 


If items presented by a depositor 
are not in proper order, he should 
be shown politely how they should 
be arranged. 
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Confusion And Delays Avoided 
In Handling Joint Accounts 


How shall a joint account check be sorted if Smith signs the check 
when the account name is Jones and Smith? Should a wife sign 
her name Mrs. Joe E. Browne or Agnes Esther Browne? If a mother 
and her married daughter have a joint account in the name of 
Mary E. Brown and Joan Windrow, how will sorters know that a 
check signed Joan Windrow should be sorted to the B book? 


These questions are here answered. 


OST banks have had more or 
less difficulty in sorting checks 
to joint accounts. If the account 
name is Jones and Smith, and Smith 
signs his own name only, an old 
employee who has handled Jones 
and Smith’s checks for several years 
may know at once how the check 
should be sorted. However, the first 
inclination of a new employee would 
be to sort the check to the S book. 
The S bookkeeper might not be fa- 
miliar with the J book and so would 
not know that the check should be 
charged to the account of Jones and 
Smith. 

Husband and wife accounts have 
caused considerable trouble because 
Mrs. John J. Stevens occasionally 
signs her name Mary Ann Stevens. 
A new bookkeeper is likely to be 
confused because she finds no ledger 
sheet under the name of Mary Ann 
Stevens, 

Confusion on this point occurs 
more often than might be expected. 
For example, when a joint husband 
and wife account is opened, Mrs. 
Browne may sign her name Mrs. 
Joe E. Browne, but after she has 
used her account for a short time, 
she may some day sign a check 
“Agnes Esther Browne.” Then the 
bookkeeper or sorter is confused. 

A mother may have a joint ac- 
count with her married daughter. 
The account name may be Mary E. 
Brown and Joan Windrow. If Joan 
Windrow signs a check, the sorter 
would naturally send it to the W 
book, whereas the account is prob- 
ably carried on the B book. Confu- 
sion and delay results. 

In order to find out how various 
banks have tried to avoid this con- 
fusion and delay, Bankers Monthly 
wrote letters to officers and to head 
bookkeepers in banks in many 
States. At least twelve methods of 
handling this situation were dis- 
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A Bankers Monthly Survey 


cussed in the replies received. 

What appears to be one of the 
best solutions was reported by 
banks in Pennsylvania, Michigan, 
Texas, and Washington. That is, all 
partnerships are required to sign 
with the account name, such as 
Jones & Smith. Underneath this 
name is the word“By” followed by 
the signature of the partner who 
signs the check. There can be no 
confusion on the part of a sorter or 
a bookkeeper when a check is 
signed this way. The name of the 
account is given in full. The sig- 
nature beneath the name is sec- 
ondary until the check reaches the 
poster. By that time, it is in the 
hands of a person who knows the 
signature or who has a signature 
file at his elbow. 

Banks in Pennsylvania, Florida, 
Texas, Georgia, Tennessee, and IIli- 
nois reported that they use dummy 
sheets filed under the second name 
of the account, referring the book- 
keeper to the account name. 

This seems to be quite a common 
practice, for banks reporting this 
procedure were a larger number 
than reporting any other. Naturally, 
the disadvantage of this method is 
that the books contain more ledger 
sheets than there are accounts. 

A splendid solution seems to be 
that used by five banks answering 
Bankers Monthly letter. It is the 
requirement that joint accounts use 
imprinted checks. The name of the 
account is printed above the signa- 
ture line and the word “By” is 
printed in front of the line on which 
either partner signs his name. There 
can be no confusion in this case 
because the printed name is the 
name of the account. The person 


sorting such a check does not need 
to attempt to read the signature at 
all, and the check always goes to 
the right book. 

Banks in Maine, Michigan, and 
Washington report that they use a 
file of cards in which the names are 
cross indexed. If the account name 
is Jones & Winters and Winters 
signs the check, a file card is found 
under Winters referring to the ac- 
count name of Jones & Winters. 
Obviously, this requires quite a 
little extra time. 

One bank in Michigan reports that 
whenever they have a check whose 
signature is not quickly recognized 
because of its being a joint account, 
the clerk goes through all signature 
cards until the signature is dis- 
covered and the check is then re- 
ferred to the right account. 

One New York bank says em- 
phatically that it will not accept a 
husband and wife account in which 
the wife signs her name “Mrs. John 
Jones.” 

Five banks in Florida, Colorado, 
West Virginia, and Illinois report 
that if they cannot quickly find an 
account name for the signature on 
the check that they return the check 
dishonored. This, of course, often 
causes some embarrassment because 
the bank has an account for the 
person who signed the check and 
someone else jointly. The fact that 
the bank did not recognize the sig- 
nature and know what account the 
check should be charged to cannot 
be satisfactorily explained to the 
customer in many cases. 

Banks in Virginia, Tennessee, 
California, New York, Indiana, and 
Nebraska reported that they open 
husband and wife accounts as “Mr. 
and Mrs.” and then in parenthesis 
after “Mrs.” they insert the given 
name of the wife. This helps in 
identifying the account, when it is 
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found, but if Mrs. Hammerschmidt 
signs her name “Alice C. Hammer- 
schmidt” it may take some time to 
find the correct ledger sheet. 

Six banks in New York, Cali- 
fornia, Colorado, Maine, and Wash- 
ington, D. C, say that they will 
accept a joint husband and wife 
account only when the wife uses 
her given name. 

A Wisconsin bank reports that it 
insists upon the wife using her legal 
signature. Apparently, this bank 
officer believes that the only legal 
signature of a married woman is 
her given name. This, of course, is 
not true. Any one who opens an 
account in a bank and signs a sig- 
nature card in any way he pleases 
has established a legal signature 
so far as that account is concerned. 
His legal signature is the signature 
he puts on the signature card. 

Banks in Tennessee, West Vir- 
ginia, and Georgia report that they 
will accept husband and wife ac- 
counts only as “Mr. and Mrs.” This 
enables any sorter or bookkeeper to 
sort the check to the right account 
because the only difference in the 
reading of the signature between 
“Mr. and Mrs.” is the “s” on the end 


of the “Mr.” to indicate the wife’s 
signature. Of course, ‘the trouble 
arises when “Mrs.” forgets to sign 
her name that way and uses her 
given name. 

Many banks report that they go 
to some length to educate the wife 
in a husband and wife account, or 
the second name in a partner ac- 
count to use the proper signature, 
and the proper signature is the one 
which was put on the signature 
card. 

E. L. Lehman, auditor of the Citi- 
zens National Bank, Decatur, Ili- 
nois, says: “The problem of married 
women signing two different ways 
was very difficult, and our only 
solution was to return these checks 
as “no account.” This did create 
trouble, however, and our explana- 
tion to the customer is that it is 
impossible for us to know the names 
of al] the married women and that 
it will be necessary for them to sign 
in the name that the account is 
opened.” 

R. L. Hoak, vice president of the 
First National Bank of Elkhart, In- 
diana, says: “The use of a printed 
check for partnership accounts has 
helped greatly, and we urge all 








partnerships to have their checks 
imprinted when the account is 
opened or the partnership formed. 
We have placed placards in the bank 
lobby from time to time, displaying 
the different types of checks obtain- 
able and have instructed our tellers 
to mention the printed checks to all 
customers. 

Our experience in persuading 
husband and wife accounts and 
partnership accounts to use im- 
printed checks has been excellent. 
This saves a great deal of confusion 
and delay in sorting and posting 
items.” 

Surely, this is a trouble-free plan. 

J. M. Ball, Jr., vice president and 
cashier of the First and Merchants 
National Bank of Richmond, Vir- 
ginia, says: “While we have a cer- 
tain amount of trouble with part- 
nership accounts, it is not sufficient 
to cause us any real concern. By the 
use of the city directory, we trace 
the check without much difficulty.” 

The First National Bank of Madi- 
son, Wisconsin, uses a series of let- 
ters to educate partners who do not 
sign their checks as the signature 
card indicates they should. These 
letters are as follows: 


Twelve Ways In Which Banks Handle Joint Accounts 


1. Four banks require all part- 
nership accounts to be signed 
with the account name, and un- 
derneath that, the word “By” 
followed by the signature of 
either partner. (This, undoubt- 
edly, is the ideal plan.) 

2. Eleven banks report that 
they insert a dummy ledger sheet 
for one of the partners, referring 
the poster to the name under 
which the active sheet is kept. 

3. Five banks urge joint ac- 
counts to use imprinted checks 
in which the name of the account 
is printed above the signature 
line and the signature line is pre- 
ceded by the word “By.” Thus, 
the sorters look at only the 
printed name and pay no atten- 
tion to which person signed the 
check. 

4. A cross index of file cards 
is used to find the correct account 
name when the ledger sheet is 
not found under the name of the 
signer. This method is used by 
banks in Michigan, Maine and 
Washington. 
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5. One bank reports that it 
searches through the signature 
cards until it finds the correct 
account name if it does not find 
an account name like the signa- 
ture on the check. 


6. One New York bank reports 
that it will not accept a husband 
and wife account with the wife 
signing: “Mrs. John Smith.” 


7. Five banks report that they 
return checks as dishonored 
items if they do not quickly find 
the ledger sheet. This happens 
largely in husband and wife ac- 
counts in which the wife signs 
her name other than the signa- 
ture on the signature card. 


8. Seven banks report that 
they have all husband and wife 
accounts labeled “Mr. and Mrs.” 
and in parenthesis after “Mrs.” 
they insert the maiden name of 
the wife so that checks signed 
with her maiden name may be 
referred to the right account. 


9. Six banks in New York, Cal- 
ifornia, Colorado, Maine and 


Washington, D. C. require the 
wife to use her given name only. 


10. One bank in Wisconsin 
states that it requires all married 
women to use their legal signa- 
tures, which, this bank says, are 
the given names of the women. 
However, any name given a 
bank for an account on a signa- 
ture card is a legal name. 


1]. Banks in Tennessee, West 
Virginia, and Georgia report that 
they always insist on husband 
and wife accounts being signed 
“Mr. John Doe” or “Mrs. John 
Doe.” They urge the wife to not 
use her maiden name. 


12. Banks in Pennsylvania, 
Texas, Washington, Tennessee 
and Wisconsin report that they 
spend as much time as necessary 
training the wife to sign her name 
as “Mrs.” rather than using her 
maiden name. The important 
part of this plan, however, is the 
training. Some banks may use 
this wife-training plan but urge 
her to use her given name. 
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Printed Account Names Avoid Delays 


NUMBER 


HaMILToN, OHIO, 


Pay TO THE 
ORDER OF 


ANY NATIONAL BANK 








NUMBER 





HamILTon, OnI0o, 


Pay TO THE 
ORDER OF 


By 


ANY NATIONAL BANK 














DOLLARS 





George C. Smith or Dave Witty 


By 





The best way to avoid delays in posting checks for partnership or joint accounts is to insist on the use of checks 
with the account name printed above the signature as shown in the samples here. Sorters then follow the printed 
name and pay no attention to the signatures. 


“We have today paid your check 
for $.... issued to , which 
was signed ; whereas, the 
authorized signature on file is 

“In order that we may give you 
the best possible service, and pro- 
tect you from forgeries it is neces- 
sary that you endeavor to sign all 
your checks the same as your speci- 
men signature, which you left with 
us at the time you opened your ac- 
count.” 

“Checks are being presented 
against your account at this bank, 
bearing signatures which do not 
coincide with the one which appears 
on your signature card agreement. 
The name has been used, 
whereas the authorized signature on 

We suggest that you 
be careful to observe the signature 
which we have on file when signing 
your checks, as this is the only basis 
upon which we can protect you in 
the payment of your checks. 

“Thank you for this cooperation.” 
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“In order to insure correct post- 
ing, and to avoid confusion in the 
payment of checks, regarding the 
account of which you are Secretary 
and Treasurer, may we suggest that 
the checks be signed with the ac- 
count name preceding your signa- 
ture as indicated below: 


There Is No Perfect 
Service Charge 


Someone can pick flaws with 
every schedule. However, many 
schedules can be simplified and 
simplification saves work for the 
bank, pleases the customer, and 
usually brings the bank more 
income. 


“We shall very much appreciate 
it if you will observe the above 
manner of signing checks. Many of 
our customers find the use of im- 
printed checks very convenient. 
Perhaps, you too, would like to con- 
sider using this type of check. If so 
we shall be glad to place your order, 
the cost of which is small.” 

“Checks are being presented 
against your account at this bank 
bearing signatures which do not co- 
incide with the one which appears 
on your signature card agreement. 

has been used; 
whereas, the authorized signature 


“Tf it is your desire to change your 
signature, we shall be glad to send 
you new signature card forms so 
that our files will agree with the 
signature appearing on the checks.” 


A savings account is often the 
key which unlocks the door to op- 
portunity. 
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Aid To Correspondents On 


Field Warehouse Loans 


Since its loan officers are in touch with every type of business, a 
city correspondent can help smaller banks take advantage of 
adequately collateralized commodity loans, and at the same time, 
help them avoid overlooking important items of supervision. 


ERHAPS a reason why so many 
bankers in other than large 
cities have hesitated to make loans 
secured by field warehouse receipts 
is that they are not close enough to 
spot markets. They, therefore, may 
fee] they are not in touch with the 
current demand for a specific com- 
modity and that they would have 
difficulty in disposing of it. 

We in the larger cities have cus- 
tomers and friends who are actively 
engaged in marketing almost every 
product. It is easy, therefore, for a 
city bank’s Commodity Loan De- 
partment to keep in constant per- 
sonal contact with markets and 
trends. This is important in connec- 
tion with field warehousing for, 
while a loan is usually made with 
an adequately wide margin, it is 
necessary to keep in close touch with 
market prices so that, if prices de- 
cline, additional collateral or a pay- 
ment on the loan can be requested. 


* 
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By GERALD W. ANDREW 


Assistant Vice President in Charge of the 
Commodity Loan Department, 
Manufacturers Trust Company, 

New York, N. Y. 


The city bank offers its corre- 
spondents the benefit of its com- 
modity knowledge and experience, 
and also specific aid in watching 
market trends and determining 
what constitutes adequate collateral. 

We, at the Manufacturers Trust 
Company, believe very definitely in 
field warehouse loans when they are 
collateralized by “salable inventory. 
After the salability of the commod- 
ity is determined and an agreed per- 
centage of advance is arrived at, the 
collateral is adequately protected 
when a financially responsible field 
warehouse company is used. The 
field warehouse company takes a 
lease on the premises where the 
goods are to be stored. The ware- 
house custodian is bonded, and all 
of the field warehouse companies 


have substantial warehousmen’s 
legal liability insurance. 

Another advantage of this type of 
loan is that, generally speaking, a 
rapid turnover of the pledged mer- 
chandise is in evidence. The field 
warehouse companies give the re- 
ceipt holder periodic reports on the 
goods in storage, making it com- 
paratively simple to watch for slow 
moving or stagnant inventory. 

We have made many million dol- 
lars worth of loans secured by com- 
modities, and have aided many of 
our correspondents in setting up 
field warehouse operations with 
their own customers, Very often, we 
take the excess over a correspondent 
bank’s loan limits, and if the corre- 
spondent wishes it, we are perfectly 
willing to handle the loan, giving 
the local bank a participation in the 
amount it desires. Also, from time 
to time, we have been able to assist 
our correspondent’s customers in 


i} 


HOW FIELD WAREHOUSE LOANS ARE HANDLED © 
1. The commodity (anything from apples to zinc ore) is placed in the custody of a financially responsible field 


warehouse company. 


2. The field warehouse company issues warehouse receipts to the bank, which guarantee delivery of merchandise 
and that no one will be allowed to have access to it except upon a release signed by the bank. 

3. If a loan proves to be unsatisfactory and the bank decides to sell the commodity, a city correspondent can very 
often assist in the disposition of the goods, since, in most cases, a wider cash market is available for most products. 
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‘cc Recordak-equipped banks had pic- 
tures of every one of their burned 
checks; so it was simply a case of forwarding 
to the paying banks full-size photographic 
copies, with endorsements guaranteed. 


Payment was made in the usual way— 
and the incident was closed . . . not after 
weeks of delay and confusion ... but in a 
matter of a very few days. 


The Recordak Photographic Transit 
System provides “fire insurance” on checks 
in transit . . .“‘loss-and-theft insurance” 
too. It is simple and highly efficient in 
operation, and it costs less to operate than 
any other transit system yet devised. 

Recordak Corporation, Subsidiary of 
Eastman Kodak Company, 350 Madison 
Avenue, New York 17, N. Y. 


ORIGINATORS OF MODERN MICROFILMING 


RECORDAK 
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disposing of their goods at advan- 
tageous prices. 

Commodities which may be stored 
in a field warehouse are many and 
varied. They can be in packages or 
in bulk, and may include anything 
from cheese to a coal pile. This very 
flexible method of inventory financ- 
ing permits materials to be acces- 
sible for manufacturing or sales 
purposes with a minimum of in- 
convenience. 

The most common reason for bor- 
rowing on this basis is occasioned by 
seasonal production as in the case 
of canning companies, which must 
pack a year’s supply of vegetables 
or fruit in a few weeks. Very few 
companies in that line could pos- 
sibly finance themselves over this 
peak production period without the 
aid of field warehousing. 


On the other hand, the wholesale 
grocer or super-market operator 
must purchase his canned goods 
when they are available in season 
if he is to insure himself an adequate 
supply. Here also field warehousing 
is often necessary. This type of in- 
ventory is highly desirable com- 
modity collateral. 

A wholesale coal dealer with a 
normal capital can usually buy coal 
on the basis of his capital plus a 
reasonable amount of unsecured ac- 
commodation. A field warehouse can 
fit beautifully into this picture. The 
field warehouse company fences off 
coal piles, and a wholesaler, when 
coal is available in the summer 
months, can purchase a _ winter’s 
supply, securing his money from his 
bank against the warehouse receipts. 

In the same way, oil or gasoline in 
tanks is financed. Meats, potatoes, 
grain or hay can be used, and there 
is an almost endless list of other 
products. 


Occasionally, it is profitable to 
accept finished goods such as com- 
pleted machinery. In these cases, 
however, it may be necessary for a 
manufacturer to have a non-cancel- 
lable order for the finished product 
from some financially responsible 
buyer. 


This type of collateral is quite 
commonly available in the ware- 
houses of manufacturers of goods 
sold to mail-order houses or other 
large distributors. The reason for 
the difference in the technique of 
handling loans on finished goods as 
compared to loans on a raw com- 
modity is that, after a product has a 
brand name on it, its marketability 
is restricted, and it cannot be sold 
as readily as wheat or coffee, for 
example. 


While at first glance, it may pos- 
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sibly appear that field warehouse 
loans require much more attention 
than other secured loans, when 
properly set up, the servicing be- 
comes more or less routine. 

A country banker may say to us, 
“It’s all right for you city fellows, 
but I don’t want the job of trying 
to find a buyer for 10,000 calf skins.” 
There is a ready market for calf 
skins in the city, and our Commod- 
ity Loan Department which is in 
touch with brokers and buyers of 
this commodity could sell the whole 
consignment, provided it was in 
good condition, and this service is 
available to correspondents. 

This relationship between city 
and country banking institutions, it 
seems to me, illustrates the tre- 
mendous advantage we have in 
the correspondent banking system, 
which is typically American. 

We are receptive to any good 
piece of field warehousing business, 
and if it is too large for a local bank 
to handle, a Participation Agree- 
ment can be worked out to our 
mutual satisfaction. It is against the 


Five Reasons Why 
City Banks Can Help 
Correspondents With 

Commodity Loans 


1. A large metropolitan bank 
naturally enjoys a more substan- 
tial loan volume, and therefore 
can designate officers as special- 
ists in various types of loans, 
where the smaller bank's officers 
must handle all types. 


2. Due to this larger loan vol- 
ume, the city bank loan officer 
would naturally have a broader 
experience in the handling of 
specialized types of loans. 


3. Officers of city banks are 
always eager to help their cor- 
respondents, and will assist in 
the setting up of field warehouse 
arrangements. 


4. Being in more intimate touch 
with markets, they can advise the 
country banker as to the trends 
and values. 


5. This assistance can make 
field warehouse loans more prof- 
itable, and can add to their safety 
even though the correspondent 
bank has had no previous experi- 
ence with commodity collateral. 


policy of our bank to solicit business 
that can be handled locally, but 
many times, representatives of the 
field warehouse companies have 
asked us to entertain a piece of out- 
of-town business which they have 
lined up, but in which they have not 
been able to interest the local bank. 
In these cases, we always discuss the 
prospective loan with our local cor- 
respondent, and often have been suc- 
cessful in splitting the loan with it. 

There are times when a banker in 
a rural locality can be of great aid 
to a city correspondent, being in 
close touch with some local situa- 
tion, and there are many times when 
a city correspondent can be just as 
helpful to a banker in a smaller 
town. 


“We Give Farmers Credit 
Regardless Of 
Financial Worth” 


Ours is a farming community and 
we work with the farmers of our 
territory wherever possible. If a 
farmer credit applicant is, in our 
opinion, worthy of assistance, it is 
given to him regardless of his finan- 
cial worth. We also make a point of 
helping our local boys and girls in 
their clubs. 

When I first became associated 
with the bank I purchased a farm 
in order to know and understand 
farming problems, When I lost cat- 
tle, horses, or hogs, I knew what it 
meant and how the farmer feels. 
When I lost a seeding I knew what 
reaction a farmer would have to 
such an experience. I am still the 
owner of two farms which I operate 
by co-operating with tenants. This 
experience has brought me closer to 
farming and has made me under- 
stand and appreciate farm problems. 
—F. B. Cleveland, president, Addi- 
son State Savings Bank, Addison, 
Michigan. 


A Clearer Understanding 
Of Profits 


Now is a good time to repeat what 
I have said several times: You and 
your magazine are doing more than 
all the others to assist the bankers 
in obtaining a clearer understanding 
of the profits existing and justifiable 
in banking as well as the develop- 
ment of simple and equitable for- 
mulae or methods to obtain such 
profits—C. L. Hufsmith, president, 
First National Bank, Palestine, Tex. 


BANKERS MONTHLY 





Small business has big financial problems. And bankers—eager to 
cooperate—are faced with the*responsibility for safeguarding 
depositors’ funds. 

In this period of expansion and reconversion, Douglas-Guardian 
is helping to solve many loan problems for the banker and the 
businessman. By the issuance of field warehouse receipts, small busi- 
ness may borrow ample funds on inventory and bankers may extend 
more credit without incurring more risk. 

Through the Douglas-Guardian procedure, warehouse receipts 
are issued without moving inventory off the borrower’s premises. A 
Douglas-Guardian operating man—the key man in our procedure— 
sees every transaction through, cooperating with the bank and the 
borrower and safeguarding the inventory which is your security. 


Write for copies of PROFITS ON YOUR PREMISES 
for distribution to prospective loan customers. 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 


Nation-Wide FIELD WAREHOUSING 


118 North Front St., New Orleans, Lo. 438 South Street, Easton, Md. 

50 Broad St., New York, N.Y. Garfield Bldg., Los Angeles, Calif. 300 Montgomery St., San Francisco, Calif. 
100 West Monroe St., Chicago, Ill. Porter Bldg., Memphis, Tenn. 172 Chestnut St., Springfield, Mass. 

Hurt Bldg., Atlanta, Ga. Girard Trust Bldg., Philadelphia, Po. Holland Bldg., Springfield, Mo. 

Union Commerce Bidg., Cleveland, Ohio U.S. Nat‘! Bank Bidg., Portland, Ore. 416 Tampa St., Tampa, Fla. 

Tower Petroleum Bldg., Dallas, Texas Commerce Blidg., Rochester, N.Y. 901 N. Ochoa St., El Paso, Tex. 
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Who may sign the checks of an account in the 
name of a married woman? 
a. Her husband and herself; b. Any member of her family; 
¢. Only the woman in whose name the account is carried, or 
someone legally authorized by her. 


If you saw the phrase “Account Maintenance 50 
cents,” what would you probably be looking at? 


a. A ledger sheet; b. A service charge statement; c. The Accounts 
Payable Sheet. 


The national association of bank credit men is 
which of the following? 

a. Credit Men’s Association of America; b. National Financial 
Credit Men’‘s Association; ¢. Robert Morris Associates. 


When a person places his indorsement, by the 

signing of his name only, on an instrument nego- 
tiable by delivery, he incurs: 

a. All liabilities except the payment of money obligations as 

indicated on the face of the instrument; b. No liability other 

than the genuineness of his signature; ¢. All the liability repre- 

sented by the face of the instrument. 


National banks are chartered for periods of how 
many years? 

a. Five years—after which their charters must be renewed; b. An 
indefinite period provided they abide by banking law; ¢. Time 
stated in the individual charters which are granted. 


Which one of these amounts can be paid with five 
pieces of currency, each piece a different value: 
a. $31; b. $65; «. $68. 


How many depressions with one hand are neces- 

sary to list the following items on a Burroughs 
Posting Machine not counting anything for striking 
the total: $5,000; $1.13; $4.40; $110; $40.65? 


a. Twenty; b. Twelve; ¢. Ten; d. Twenty-six; e. Five. 


If a borrower, without credit rating, had no col- 

lateral of any kind except a large quantity of furs 
on his own premises, which of the following type of 
loan would be required by the bank if it decided to 
make a loan? 


a. Open line; b. Field Warehouse; ¢. Personal; d. Bills receivable. 


E) Which of the following dates are bank holidays 
in all states? 


a. October 4; b. No October date; ¢. October 7; d. October 9. 
In what Federal Reserve District is Detroit, Mich- 
igan? 
a. 4; b. 6; c. 7; d. 8; e. 9. 
hh «=A customer cashes a check for $73 and asks for 


currency with no two pieces alike; what would 
you give him? 
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a. Ten $10’s, three $1’s; b. One $50, one $20, three $1’s; ¢. One 
$1, one $2, one $20, one $50. 


Which of the following items should be dishon- 
ored and returned to the bank from which they 
were received? 


a. Date 20 days old; b. Stop payment. 


How many nickels in 20 rolls? 
a. 800; b. 900; «. 600; d. 1,000. 


If you were working in a bank in Kansas City, 
Missouri, and were asked to sort from a batch of 
checks all those in your Federal Reserve District, you 
would select transit numbers with which of the fol- 
lowing prefixes? There are prefix numbers in addition 
to these, but only one of these numbers applies. 
a. 888; b. 800; ¢. 813; d. 111; e. 83. 


Which two of the following are not cash items? 


a. Chattel mortgage; b. Bank money order; ¢. Clipped govern- 
ment bond coupons now due; d. Currency. 


Which of the following could be considered a 
ledger entry? 


a. Check debited; b. Deposits credited; ¢. Rent received for an 
office in the bank building. 


If you received a memo from the president which 
read: “Does John Doe have a D/L?” where would 
you go to find what the president wanted? 


a. Credit files; b. Stock room; ¢. Vault; d. The loan and discount 
department. 


If you were asked to compute float on a series of 
transit items, on which of the following machines 

would you be likely to do the work most quickly? 
a. Posting machine; b. Desk adding machine; ¢. Loan and dis- 
count machine; d. |. B. M. Machine; e. Electric calculator. 


Which of the following items on a farmer’s finan- 
cial statement are assets? 


a. Real Estate; b. Notes receivable (good). 


A customer hands you a check for $200 and asks 
you to give him rolled money—16 rolls of halves 
and the rest in dimes. How many rolls of dimes will 
you give him? 
a. 20; b. 30; «. 8; d. 50. 
(Answers on page 368) 


Circle the letter indicating the answer you believe is correct. 
Grade yourself as follows: 


18, 19 or 20 
15, 16 or 17 
12, 13 or 14 


Very Superior 


8, 9, 10 or 1l 
Superior 5 
2 


Average 
Poor 


M Very Poor 
BANKERS MONTHLY 





Give your Bank's checks the advantage of 


& 


HAMMERMILL UNIFORMITY... °° : 


Because Hammermill Safety is the uniform check paper it’s 
easy to write on... no scratching pe no "feathering" or re— 


writing. Its protective surface shows any attempt at alteration. 


\ 


thc Its colors are the same run after run. Its unvarying 


quality lends prestige and dignity to your customers’ checks. 
Hammermill Safety is the uniform check paper because it is 


~~ 


made complete in one mill oo where Hammermill produces its own 


J 
pulp ed makes the pulp into paper, sensitizes the paper to 


produce Hammermill Safety with every step under @ control. 


If you would like a copy of the Hammermill Safety Sample Book, write on your bank letterhead to Safety Paper 
Division, Hammermill Paper Company, 1505 East Lake Road, Erie, Pa. No obligation. No salesman will call. 


sks 
ves 
will 
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This Monroe Bank Bookkeeping Machine has been especially de- 
Monroe Calculating Machines have signed for bank work. It has the basic time-tested Monroe simplicity 
been standard equipment in banks and “Velvet Touch” ease of operation. Because of its modern design 
for a generation. The same excel- | this machine makes possible a unique and revolutionary system of 
ees eee he and depend: | ~ bank accounting that is simple, fast and fool-proof. With this one ma- 
acceptance are built into Monroe chine you can do the three different important bank jobs shown here. 
Listing and Monroe Bookkeeping Call the nearest Monroe Branch; a representative will explain 
machines. Monroe features and advantages. Ask for fully illustrated booklet, 
; _ “Three Machines in One.” Monroe Calculating Machine Company, 

Inc., Orange, New Jersey. 


ONROE 


CALCULATING + LISTING  * BOOKKEEPING MACHINES 





Monroe Adding-Listing 
Machine. Available with 
narrow or wide carriage, 
single register or grand to- 
tal. Direct plus and minus 
bars, “Velvet Touch” ac- 
tion, live operating keys. 


SAVINGS WITHDRAWAL 


nar ee 


FROM MONROE NATIONAL BANK AND TRUST COMP, 


73240° 


so723¢ 


396514 


1000508 


1.093439 





Customers Helped Us Install 
A Simple Service Charge Schedule 


The article by this bank president on Page 153 of April Bankers 
Monthly stimulated many letters. The answer to one, here printed, 
contains so many helpful ideas that we wish to share them with all 
other bankers. This is Mr. Rossiter’s reply to a letter he received 
from O. A. Patridge, vice president, First National Bank, Dewey, Okla. 


“We took all the squawk out 
of the squawkers by explain- 
ing our simple charge to 
them personally before we 
installed it.” 


HAVE your letter of May 19th 

making some further inquiry in 
connection with the article on serv- 
ice charges which appears in the 
April issue of Bankers Monthly. 

Bank officials and bank directors 
in all too many places do not realize 
the great service they provide for 
their depositors. That being true, it 
is not surprising that bank custom- 


ers do not recognize the value of this 
service. 

Ten years ago, when we put our 
first service charges into effect, we 
had to do so with no bank in our 
surrounding area making service 
charges. To make ends meet, we 
charged 50 cents per month on every 
account regardless of balance— 
and two cents per check. To pave 
the way for this initial step, we 
called in our businessmen, lawyers, 
doctors—and even the ministers, 
and told them our story. 

We pointed out that we furnished 
many supplies to our customers: 
deposit slips, check books, and coun- 
ter checks. We took some of these 
people to the bookkeeping depart- 
ment and showed them the books, 
the statement and ledger sheets, and 





We called in businessmen, lawyers, doctors, and ministers and demonstrated the 
need for a charge and explained our simple schedule. We could not have done 
this if our schedule had been complicated with average balances, deduction for 
float, and the computing of earnings credit on “loanable funds” (which were not 


all loaned). 
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By E. W. ROSSITER 


President, Bank of Hartington 
Hartington, Nebraska 


the bookkeeping machine that cost 
as much as two Ford sedans. 

We showed them how all the 
checks drawn on out-of-town banks 
had to be handled and sent on to 
correspondent banks and how they, 
in turn, had to send them on to the 
various country and city banks all 
over the nation—all a part of the 
reciprocal processes shared in by 
all the banks in the nation to make 
every man’s check the equivalent of 
currency any time anywhere. 

We explained the labor involved, 
the costs thereof, the postage bill, 
the Federal Deposit insurance cost 
and the heavy taxes banks pay lo- 
cally and to the federal government, 
including the cost of bank examina- 
tions and supervisory services. 

In much the same manner, we 
discussed the matter with some of 
the farm leaders in our trade terri- 
tory. 

The result was that, when we told 
the public what we were going to 
do, we had many friends in the town 
and the country who were able to 
put in a word here and there, when 
and if criticisms came up, in ex- 
planation of the service charges and 
the fairness and necessity thereof, 
with the result that we lost very 
few accounts—and eventually we 
got most of those back. 

As earnings improved and busi- 
ness increased, we modified our 50- 
cent monthly charge so it applied to 
only a part of our accounts. Along 
in 1943, we anticipated a consider- 
able liquidation in loans and a re- 
duction in earnings from _ that 
source. We thought it advisable to 
adjust our service charges upward 
to three cents per check and to make 
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Regulation (Q’ 


Under Regulation Q of the Federal Reserve Board, 
member banks are prohibited from absorbing exchange 
charges, except in trivial amounts. It is held that such 
absorption is an indirect payment of interest on balances. 
Since member banks are therefore required to charge 
their customers with any exchange incurred in the col- 
lection of non-par business, it is to the interest of both 
bank and depositor that these items be collected through 
the most economical channel. 


The Philadelphia National Bank provides such facilities. 


Throughout the years we have specialized in the collec- 
tion of cash and collection items, and have built up 
facilities second to none. We are thus in a position to 


offer a collection service with minimum charges. 


We have prepared a pamphlet which we believe will be 
of interest to you, and we invite you to write for a copy. 


THE PHILADELPHIA 
NATIONAL BANK 


The Qldest and Largest Bank tn Pennsylvania 
Onganiued UiPOP 
PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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a further provision which would 
eliminate still more accounts from 
the fifty-cent monthly maintenance 
charge. 

We have a provision which per- 
mits a depositor whose balance does 
not fall below $100 during any 
month to write five checks at 3 
cents per check and escape the 50- 
cent charge. Here is our reasoning! 
There are a few customers in every 
community—retired farmers and 
the like—who maintain a small ac- 
count, who do not write many 
checks and who have a lot of time 
to visit around the street corners and 
loafing spots and talk and criticize. 

We eliminated all of that by call- 
ing in a few of these individuals. We 
talked to them like this: “John, you 
can come in the first of the month 
and draw a check for $50 or $75 and 
go out and pay your grocer, your 
water bill, your light bill, your gaso- 
line station, and you can still write 
four more checks during the month 
if you keep your balance up to $100, 
and all it costs you is the small sum 
of 15 cents. 

“Suppose you want to send an 
order to Sears Roebuck for $45. 
Your postal money order would cost 
you 18 cents—for just one order. 
Here you have a place to deposit the 
checks you get, to keep your money 
safe, and you can write five checks 
for only 15 cents.” 


This Took The Squawk Out Of 
The Squawkers 

That took all the squawk out of 
the squawkers and converted a few 
of them into “walking ambassa- 
dors” for the Bank of Hartington. It 
is very interesting and very sur- 
prising to learn what a little per- 
sonal explanation and attention will 
accomplish in the least expected 
places. 

Because earnings kept up; because 
instead of seeing our loans reduced 
—we got more customers and more 
new loans—and because business 
continued to improve and expand, 
we lowered our interest rate on 
loans to nearly all farmers on short 
term feeder and barnyard loans. We 
made real estate loans at 4%—and 
tied up with the Equitable Life As- 
surance Society to enable us to give 
a 40-year plan and compete with 
the Federal Land Bank. 

We reduced our interest income 
from loans on an even larger volume 
than in the previous year—nearly 
20%. We continued to pay interest 
on time deposits to keep these cus- 
tomers coming to the bank instead 
of getting them accustomed to going 
elsewhere with savings. 

Your directors should not be dif- 
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ficult to “sell” on this service charge 
program. You are rendering a def- 
inite service to your:‘checking ac- 
count customers. They should pay 
for that service plus a reasonable 
profit to the bank. You provide a 
service at a more reasonable cost 
than they could handle their finan- 
cial business in any other manner— 
if you adopt sensible _ service 
charges. 

Some banks are making the mis- 
take of going too strong on their 
service charge. It is certain to re- 
sult in the same thing that hap- 
pened to the non-par banker who 
got to “gouging” the public on ex- 
change charges, If these non-par 
banks had made a reasonably uni- 
form and nominal exchange charge, 
it might have gone on forever. But 





How The Simple Charge Was 
“Sold” To The Community 


1. We called in businessmen, 
lawyers, doctors, and ministers 
and demonstrated to them the 
reasons why we must charge a 
simple fee for checking services. 


2. We showed them our book- 
keeping machine which cost as 
much as two Ford sedans. 


3. We explained the process 
of collecting checks drawn on 
out-of-town banks. 


4. We showed the tax record 
including local, state, and na- 
tional taxes—and the cost of ex- 
aminations. 


5. We discussed these same 
subjects with farm leaders. 


6. As a result, all these people 
explained the situation to their 
friends, if any of them com- 
plained about the charge. 


7. The original charge was 50 
cents per account plus two cents 
per check. 


8. This was later raised to 
three cents per check. At that 
time, some other customers were 
called in and we explained the 
necessity for a higher rate to 
them. 


9. Our customers feel they are 
getting value received because 
they understand our simple 
charge and we intend to keep 
them feeling just that way— 
come what may. 


they abused their opportunity and 
exchanges are being outlawed state 
by state. It is too bad that bankers 
cannot make those corrections with- 
in their own ranks without having 
legislation enacted as happened in 
Nebraska last winter and in Iowa 
and other states earlier. 

It is our experience that bank cus- 
tomers do not object to paying for 
services which are rendered in a 
satisfactory and pleasant manner. 
We try in every conceivable way to 
improve our banking service—to 
make it easy for people to come in 
and do business with us. 

That is our only explanation to 
ourselves for our loan volume keep- 
ing up when banks around us and 
pretty generally over the nation are 
finding their loans shrinking month 
after month. If we can’t take care 
of a customer—he just can’t be 
taken care of. 

Our public is pretty well sold on 
the fact that, if there is any way the 
Bank of Hartington can help out in 
any kind of a problem presented, 
they can count on getting that help. 
In short, our customers feel they are 
getting value received and we in- 
tend to keep them feeling just that 
way—come what may. 


We Should Use Words Our 
Customers Understand 


“From Blub Blub to the Blub— 
$10.90”—that was an excellent title 
for the lead article in your July 
Bankers Monthly. It stresses the fact 
that we bankers have a language 
different from every other line of 
business, that is, when we speak 
profitwise or “price” wise. Here are 
some examples: 

When any other line of business 
supplies a need, they call the cost- 
plus-profit element a “price.” 

When banking supplies the need 
for money, we call the “price” in- 
terest. 

When we supply the need for the 
transfer of funds, we call the price 
exchange. 

When we supply the need for the 
collection of drafts, we call the price 
collection charges. 

When we supply the need for a 
safety deposit box, we call the price 
rent. 

And when we come to the practice 
of demand deposit banking, we have 
a whole flock of trick names—you 
never hear the words, “The price for 
this is so much”—we just blub blub 
blub them to death—C. L. Huf- 
smith, president, First National 
Bank, Palestine, Texas. 
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NATIONAL BANK 
OF DETROIT 


Complete Wartime Banking and Trust Service 


Statement of Condition June 30, 1945 





RESOURCES 

Cash on Hand and Due from Other Banks 
United States Government Securities 
Stock of the Federal Reserve Bank . 
Other Securities . 
Loans: 

Loans and Discounts 

Real Estate Mortgages 


Branch Buildings and Leasehold Improvements 
Accrued Income Receivable ; 
Customers’ Liability on Acceptances and Letters of Credit 


LIABILITIES 

Capital Funds: 

Preferred Stock 

Common Stock 

Surplus ; 

Undivided Profits 
General Contingency Reserve 
Deposits: 

Commercial, Bank and Savings 

United States Government 

Treasurer—State of Michigan 

Other Public Deposits 
Common Stock Dividend No. 22, payable August 1, 1945 
Accrued Expenses and Taxes Payable 
Acceptances and Letters of Credit 


. $154,044,033.42 
18,087,943.20 


8,500,000.00 
12,500,000.00 
27,500,000.00 


__4,734,035.80 


$975,934,881.20 
238,935,418.18 
11,413,085.10 


24,198,594.24 


$ 257,779,235.80 
825,037,549.86 
1,455,000.00 
50,156,983.38 


172,131,976.62 
1,006,928.21 
2,746,806.62 

_ 2,021,010.37 
$1,312,335,490.86 


$ 53,234,035.80 
3,699,743.93 


1,250,481,978.72 
812,500.00 
2,086,222.04 
___2,021,010.37 
$1,312,335,490.86 


United States Government Securities carried at $271,905,767.84 in the foregoing statement 
are pledged to secure public and trust deposits and for other purposes required by law. 








DIRECTORS 








HENRY E. BODMAN 
CHARLES T. FISHER 
*CHARLES T. FISHER, JR. 
JOHN B. FORD, JR. 
JAMES S. HOLDEN 


W. DEAN ROBINSON 
R. PERRY SHORTS 
GEORGE A. STAPLES 
R. R. WILLIAMS 

C. E. WILSON 


JAMES INGLIS 
WILLIAM S. KNUDSEN 
ALVAN MACAULEY 
WALTER S. McLUCAS 
TRUST DEPARTMENT 
This bank acts as Trustee, Executor and Corporate Agent 


@ —-_ 


Member Federal Deposit Insurance Corporation 


BUY U. S. WAR BONDS REGULARLY OUT OF INCOME 


*On leave of absence in service of U. 8S. Government 
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Bank of Aimercica 


NATIONAI ASSOCIA 


CALIFORNIA’S STATEWIDE BANK 


Condensed Statement of Condition June 30, 1945 


RESOURCES 
Cash in Vault and in 
Federal Reserve Bank ..... + + + «$ 558,497,656.48 
I ND nk. | he ce on ie, ee 267,833,208.54 
TOTAL CASH .. .. §$ 826,330,865.02 
United States Government Obligations, direct and 
ee ee ee ee ee ee ee 2.608,100,476.24 
State, County, and Municipal Me ere 253,873,771.17 
Other Bonds and Securities ...... ° 105,462,204.91 
Stock in Federal Reserve Bank e 6,092,600.00 
Loans and Discounts .. sae Ue P 9$31,247,699.05 
Accrued Interest and Accounts Receivable . ° 14,889,953.31 
Bank Premises, Furniture, Fixtures, and Safe 
WOES 4. Se eee et le 24,794,172.84 
Other Real Estate Owned. . .....+s-s 428,803.29 
Customers’ Liability on Account of Letters of Credit, 
Acceptances, and Endorsed Bills .. . F 10,525,975.93 
oo eee ee ee . é 104,319.59 


TOTAL RESOURCES . . . sw ws ew $4,781,850,841.35 


LIABILITIES 


Capital: 
Common (8,000,000 Shares) .$ 100,000,000.00 
Preferred ( 404,278 Shares)* 8,085,560.00 


Surplus ..... + « .  95,000,000.00 
Undivided Profits . . . . . .  20,094,051.23 


Reserves « « 0 + 6 6 ¢ 4,142,663.26 
Preferred Stock Retirement Fund 162,053.65 


TOTAL CAPITAL FUNDS .... +++ 227,424,328.14 
Reserve for Bad Debts .... ++ + « « 8,741.302.60 
Demand . « « « « $2,702,438,180.02 


Deposits \ 4,522,553,863.90 
Savings and Time . 1,820,115,683.88 


Liability for Letters of Credit and as Acceptor, 

Endorser, or Maker on Acceptances and 

Foreign Bills 7 . . . oe + 6.6 28 6 £ 6 7 10,757,753.22 
Reserve for Interest Received in Advance . . . 3,825.766.46 
Reserve for Interest, Taxes, etc. . . . + + + 8,547,827.03 


TOTAL LIABILITIES . 6 « ss 6 «© « + $4,781,850,841.35 


=-. eh oo ol elUclCUC lUCUelCUe 


* Issued at $50 ($20 Capital—$30 Surplus), Annual Dividend $2. Preferred 
to extent of and retirable at issue price and accrued dividends. 
This statement includes the figures of the London, England, banking office. 


MAIN OFFICES IN TWO RESERVE CITIES OF CALIFORNIA 


SAN FRANCISCO LOS ANGELES 
<S Branches throughout California united for 
strength and service 
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It is Silly To Force Banks 
To Protest Checks 


For years we have been forward- 
ing all of our transit items under 
the instructions providing for no 
protest whatsoever unless otherwise 
instructed by us. We have had no 
experiences to change our minds on 
this subject, and I hope that in the 
not-too-distant future this will be- 
come the general practice of all 
banks. 

It is certainly silly to impose upon 
banks the necessity of protesting 
dishonored items. Most of our cus- 
tomers don’t know what protest is 
for anyway, and if brought to their 
attention, they would undoubtedly 
instruct us not to protest. The only 
experience that we have had where 
the matter has been called to the 
attention of a customer has been 
where one of their checks had been 
protested, and then severe objection 
was encountered. 

I believe that if your good journal 
and other similar journals can keep 
up the fight, we may someday be 
successful in eliminating this foolish 
practice.—L. H. Lopes, president, 
The Pajaro Valley National Bank, 
Watsonville, Calif. 


We Buy And Sell Securities 
To Eliminate Excess 
Profits Taxes 


In the past, we have been in the 
excess profits bracket. Accordingly, 
our buying and selling of securities 
is done with a view to eliminating 
this. 

We employ a daily accrual sys- 
tem, and on January 1, we estimate 
our tax requirements for the cur- 
rent year and daily set aside the 
necessary amount. During the year, 
as we revise our estimate, we in- 
crease or decrease our reserve ac- 
count, and at year end, when our 
actual tax liability is determined, 
the account is credited or debited 
with the final adjusting figure. 

It is our understanding that many 
banks carry their income tax calcu- 
lation on a weekly or monthly basis. 
We do not follow that practice here. 
However, our position with refer- 
ence to bond transactions—gain or 
loss, long or short term—is recorded 
weekly and typed from time to time 
during the year. This reduces ma- 
terially the volume of typing to be 
done at tax return time—D. F. 
Houser, auditor, Third National 
Bank, Nashville, Tenn. 
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The First National Bank 
of Chicago 


Statement of Condition June 30, 1945 


ASSETS 


Cash and Due from Banks, . a 


-$ 404,807,393.83 


United States Obligations—Direct and fully Guaranteed, 


Unpledged, ° . - e 


$727,261,401.09 
Pledged—To Secure Public Deposits and 


Deposits Subject to Federal Court Order, 460,201,632.19 


To Secure Trust Deposits, . ° 
Under Trust Act of Illinois, . e 
Other Bonds and Securities, ° 
Loans and Discounts, . e 
Real Estate (Bank Building), 
Federal Reserve Bank Stock, 


Customers’ Liability Account of Acceptances, . ° 


Interest Earned, not Collected, . 
Other Assets, . . . . 


37,141,224.14 
535,939.91 1,225,140,197.33 
99,562,286.34 
452,169,667.89 
° 3,558,135.30 
3,000,000.00 
933,783.82 
5,110,732.53 
__ 360,402.58 
$2,194,642,599.62 


LIABILITIES 


Capital Stock, e ° ° ‘ 
Surplus, F ‘ e ° ° 
Other Undivided Profits, . ‘ 


Discount Collected, but not Earned, 


Dividends Declared, but Unpaid, 
Reserve for Taxes, etc., P ° 
Liability Account of Acceptances, 
Time Deposits, . ° ‘ 
Demand Deposits, e e 
Deposits of Public Funds, . 


- $ 
1,318,383,914.48 

483,226,974.36 2,076,915,657.69 

Liabilities other than those above stated, 


. *$ 50,000,000.00 
+ §0,000,000.00 

. 6,035,540.15 

. 781,112.13 

e 1,000,000.00 

. 8,964,661.91 

. . 942,132.82 


275,304,768.85 


____3,494.92 
$2,194,642,599.62 





Here’s One Way To Help 
Correct The Poorly 
Arranged Check 


The president of the Harvard 
State Bank of Harvard, IIl., writes 
letters to firms which issue checks 
with a bad arrangement. Here is a 
typical letter he wrote to one firm: 

“We have had occasion to handle 
one of your annuity contract 
checks and wish to call your atten- 
tion to the poor composition of the 
checks from the standpoint of bank 
handling. 

“We are enclosing a copy of 


Business Checks prepared by John 
Y. Beaty which will explain our 
criticism much better than we could 
do in a letter. 

“We hope you will examine your 
annuity check in the light of the 
text of Business Checks or that you 
will assign that task to someone in 
your department. 

“As we see it, your annuity checks 
violate several rules for a well de- 
signed check; which would be no 
concern of ours except that we, as 
well as many other banks, are 
obliged to spend extra time and 
effort in handling them.” 
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Answers to Bankers 
Monthly Quiz No. 27 


c. Of course only the person in 

whose name an account is car- 
ried may sign checks against that 
account unless she has legally au- 
thorized the bank to cash checks 
signed by someone else. 


b. Many service charge account 

schedules include a fixed sum 
as a maintenance charge; 50 cents 
per month is quite commonly the 
amount. 


c. Robert Morris was consid- 
ered to be one of the first credit 
men in our country and the credit 


executives in banks named their 
association for him. 


4 | c. The Negotiable Instruments 

Act on this point reads as fol- 
lows: (When Person Deemed In- 
dorser) A person placing his signa- 
ture upon an instrument otherwise 
than as maker, drawer or acceptor, 
is deemed to be an indorser, unless 
he clearly indicates by appropriate 
words his intention to be bound in 
some other capacity. (Liability of 
Irregular Indorser) Where a per- 
son, not otherwise a party to an 
instrument, places thereon his sig- 
nature in blank before delivery, he 
is liable as indorser, in accordance 
with the following rules: 








CONDENSED STATEMENT 


FIRST NATIONAL BANK 
IN ST. LOUIS 


At the Close of Business, June 30, 1945 


RESOURCES 


Cash and Due from Banks 
U. S. Government Securities 
Loans and Discounts 

Other Bonds and Stocks 


Stock in Federal Reserve Bank 


$ 98,453,590.92 
290,018,739.57 
90,009,500.43 
5,613,928.02 
516,000.00 


Banking House, Improvements, Furniture 


and Fixtures 
Other Real Estate Owned 


372,186.07 
1,076,385.45 


Customers’ Liability a/c Letters of Credit, 


Acceptances, etc. 
Accrued Interest Receivable 
Overdrafts 
Other Resources 


689,907.56 
1,083,138.34 
10,624.70 
3,973.20 


$487,847,974.26 


LIABILITIES 


Capital Stock 

Surplus 

Undivided Profits 
Reserve for Contingencies 


$ 10,200,000.00 
7,000,000.00 
6,466,056.28 
500,000.00 


Dividend Declared, Payable August 31, 1945 and 


November 30, 1945 


Reserve for Taxes, Interest, etc. 


Unearned Discount 


Liability a/c Letters of Credit, Acceptances, etc. 


Other Liabilities 

Demand Deposits 

Time Deposits 

U. S. Government Deposits 


Total Deposits 


480,000.00 
1,687,911.32 
98,494.11 
689,907.56 
212,235.04 


$309,457,430.46 


49,025,875.89 
102,030,063.60 


460,513,369.95 
$487,847,974.26 


Broadway ” Locust * Olive 


Member Federal Deposit Insurance Corporation 


1. If the instrument is payable to 
the order of a third person, he is 
liable to the payee and to all sub- 
sequent parties. 

2. If the instrument is payable to 
the order of the maker or drawer, 
or is payable to bearer, he is liable 
to all parties subsequent to the 
maker or drawer. 

3. If he signs for the accommoda- 
tion of the payee, he is liable to all 
parties subsequent to the payee. 

(Liability of General Indorser) 
Every indorser who indorses with- 
out qualification warrants to all 
subsequent holders in due course: 

1. The matters and things men- 
tioned in subdivisions one, two and 
three of the next preceding section; 
and 

2. That the instrument is at the 
time of his indorsement valid and 
subsisting. 

And, in addition, he engages that 
on due presentment, it shall be ac- 
cepted or paid, or both, as the case 
may be, according to its tenor, and 
that if it be dishonored, and the 
necessary proceedings on dishonor 
be duly taken, he will pay the 
amount thereof to the holder, or to 
any subsequent indorser who may 
be compelled to pay it. 


b. There was a time when 

banks had to renew their chart- 
er after a certain time, but the pres- 
ent Federal law does not require 
this. 


c. The five pieces of currency 
are a $50 bill, a $10 bill, a $5 
bill, a $1 bill, and a $2 bill. 
e. Each of these amounts may 
be listed with one depression of 
one hand on a multiple-key ma- 


chine which requires no depression 
for zero. 


b. A borrower without credit 

rating could not be loaned 
money on an open line and the 
question states that he had no col- 
lateral except a quantity of furs. 
The only way this might be used 
would be by a field warehouse ar- 
rangement. Of course, the furs 
could be put in a public warehouse, 
but a public warehouse was not 
listed as one of the possible answers. 


p) b. There is no date in October 
which is a holiday in every 
state. 


c. There is a branch of the Fed- 

eral Reserve Bank for the 7th 
District in Detroit. The head office 
for the 7th Federal Reserve District 
is Chicago. 
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inn 4c. In each of the other combi- 

nations, there are three $1’s and 
the question asks for no two pieces 
of currency alike. 


b. A check is still good if it is 

dated 20 days previous to the 
time it is presented, however, a 
stop payment order requires that 
the check be dishonored. 


a. There are 40 nickels in a roll, 
therefore, 20 rolls would equal 
800. 


e. All banks in the state of 

Kansas have the prefix 83. 
None of the other prefixes listed are 
used in the 10th Federal Reserve 
District of which Kansas City, Mis- 
souri, is the location of the Federal 
Reserve Bank. 





a and d. A cash item is one 

which will be promptly ex- 
changed for cash. A chattel mort- 
gage is not a cash item because it 
merely protects a note. Currency is 
not a cash item because it is cash. 





a and b. These items are en- 
tered on the ledger of a de- 
positor. 


d. The abbreviation D/L stands 
for Demand Loan. 


e. The computation of float is 

a matter of repeating small 
items many times. This can be done 
more rapidly on an electric calcu- 
lator. 


a and b. Both items are assets. 


c. There is $10 in halves in a 

roll, therefore, 16 rolls would 
amount to $160. That leaves $40 to 
be paid in rolls of dimes. There is 
$5 in each roll of dimes, therefore, 
8 rolls amount to $40. 


Unused Reports 


An auditor recently discovered a 
rather complicated report being 
made and, upon examination, it oc- 
curred to him that there would be 
very little use for the figures con- 
tained in the report. 

He made inquiry of the person 
who filed the report and discovered 
that no one had referred to it for 
three or four years. He asked who 
had given authority for compiling 
the figures and, when he consulted 
that officer, discovered that the 
officer had forgotten all about it. 

“However,” said the officer, “we 
might sometime want one of those 
figures.” 
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“Do you realize,” asked the audi- 
tor, “that it takes two hours every 
month to compile that report?” 

“Well, what of it?” asked the of- 
ficer. 

“Just this,” said the auditor. “In 
case you do want a figure from that 
report sometime in the future, it 
will take less time and cost much 
less to compile the figure at the time 
you want it. In the meantime, the 
work is absolutely wasted and there 
is little likelihood that anyone will 
ever make use of the figures.” 

There may be many forms that 
are being regularly filled out and 


13 BAIN US 
COLLATERAL 


One popular type, most likely, will be a 1946 
automobile. Another will surely be something 
patterned nearer 1746, perhaps by Chip- 


We have looked at loan collateral for 32 
years, and by this time are not only able to 
judge its value, but also what may be termed 
its “attachment” value — the attachment the 
owner has for the article — which prompts 
prompt payment of the loan. 


Our experience of 32 years in this kind 
of consumer credit is at the disposal of 
our correspondent banks. 


—1946 Model 








many reports which are being com- 
piled which could easily be elimi- 
nated. Unless a report is used regu- 
larly, it will generally cost less to 
compile the figures when they are 
needed than it will to compile the 
report and file it away each week 
or each month. 


Checks indorsed with a rubber 
stamp are acceptable for deposit 
but they should never be accepted 
for encashment. 


Cash counter checks only for the 
signers of the checks. 
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Clear Thinking On Service Charges 


This bank president has examined service charges from both the cus- 
tomer’s and the bank’s viewpoint and has set down some basic prin- 
ciples from which a simple service charge schedule can be compiled. 


T HAS been very interesting to 
follow the discussions of service 
charges appearing in Bankers 
Monthly. I found the Texas articles 
by the committee headed by Mr. 
Hufsmith of peculiar interest. 





By H. M. STILLMAN 


President Bay State Merchants National Bank, 
Lawrence, Massachusetts 


The article in the June edition 
indicates clearly that the biggest 














Cash and due from banks 


Loans and Discounts 


and Letters of Credit 
Real Estate 


Overdrafts 
Other Resources 


Capital 


Payable (Net) an 


Other Liabilities 


Deposits: 
U. S. Government 
and other Public 


Other Deposits. . 


Member Federal Deposit 
Insurance Corporation 








MISSISSIPPI VALLEY 


TRUST COMPANY 
ST. LOUIS 


Statement of Condition, June 30, 1945 
RESOURCES 


U. S. Government Securities 

(Including those pledged $57,061,259.80) 
Other Bonds and Securities 
Federal Reserve Bank Stock 


Customers’ Liability on Acceptances 


Accrued Earnings Receivable (Net) 


Surplus and Undivided Profits 

Dividends declared, payable August 1st 
and November Ist, 1945 

Accrued Interest, Expenses and Taxes 

Other Reserves.... 

Acceptances and Letters of Credit 


$ 41,701,945.58 
- 170,980,304.97 


Wieseoias 
VALLEY 


TRUST 
fale) Banking Experience 





anal | 


$ 47,497,244.91 
111,123,272.56 





10,868,147.02 
300,000.00 
55,098,838.89 


222,379.46 
424,182.69 
500,666.98 
39,809.56 
46,416.34 











$226,120,958.41 


LIABILITIES 


$ 6,000,000.00 
5,076,952.58 


240,000.00 
1,724,312.74 


222,379.46 
175,063.08 


212,682,250.55 
$226,120,958.41 


90 Years of 

















problem with regard to service 
charges is to have them understood. 
It is convincing evidence of the fact 
that informed corporation execu- 
tives believe that banks are entitled 
to compensation for the checking 
and collection services rendered. 

With no desire to create further 
controversy, although with a fear 
the suggestions I am about to make 
will have just that effect, I venture 
to offer some ideas on the question 
and a suggested basis for service 
charges in the hope that they may 
help to clarify some phases of the 
problem. 

In the first place, I believe that 
there is no sound basis for the 
proposition that depositors, as such, 
are entitled to a share of the profits 
of an incorporated bank. All profits 
resulting from the investment of the 
funds both of the stockholders and 
those accumulated from depositors 
belong entirely to the stockholders 
who have risked their capital to 
provide banking service. 

Second, I suggest that all deposi- 


The Basis For Fair Charges 


1. There is no sound basis for 
the proposition that depositors 
are entitled to a share of the 
profits resulting from the invest- 
ment of their deposits. 


2. Depositors should be willing 
to pay their proper share of the 
cost of operating departments 
which render them a service. 


3. An average per-item cost is 
a fair charge to depositors. 


4. The cost of investing funds 
and general supervision costs 
should be paid from the income 
from loans and investments. 


5. Customers could understand 
a service charge based on these 
principles for, there would be no 
charge for float, reserves, or 
other items which are difficult for 
customers to audit. 


BANKERS MONTHLY 





~~ oo a *.«74 4 ~~ oF 


-- 


os &S" Oo 





Ss 


or 
Ts 
he 
st- 


ng 
he 


ats 


ds 


sts 


for 





tors who need and must have check- 
ing account service should be will- 
ing to pay each his proper share of 
the cost of operating those depart- 
ments that provide the cash, check, 
and collection services. 

If these assumptions are correct, 
then I should suggest that the cost 
of the cash, check, and collection 
services be completely segregated 
from the other costs of operating 
the bank, which are principally 
connected with the investment of 
funds, and that an average per item 
cost for all items handled would be 
a fair charge to each and every 
depositor, based upon the number 
of items passing through the account 
each month. 

This plan would not contemplate 
a service credit based upon any the- 
oretical or actual earning experi- 
ence, neither would the check and 
collection functions be charged too 
heavily with overhead expenses. 

The entire cost of investment and 
the general supervision of the bank 
would be borne by the investment 
side of the bank. 

This would seem to lead to the 
conclusion that any service charge 
thus made would be quite easily 
understood. It would take no ac- 
count of float, cash reserves re- 
quired, or any other such items. 
Anyone who was charged would be 
able, by having two figures, to prove 
and audit his fee. All he would 
need to know would be how many 
items passed through his account 
and the average cost to the bank of 
handling those items. By the simple 
process of multiplication he could 
arrive at his service charge. 

The result of such a plan would 
be to increase the service charge 
income, and I think it would be dis- 
covered that all present service 
charge plans fall short of meeting 
the cost of providing the services. 





Tourist Courts Are Profitable 


The magazine, Tourist Court 
Journal, has computed the net profit 
of tourist courts in the United States 
since 1938. The results are unusually 
interesting to loan officers of banks 
who may have tourist court cus- 
tomers: 


re 35.58% 
eee 7.58% 
1940...... 33.19% 
ee 26.80% 
1908. 5.25. 36.61% 
a 37.85 % 


These figures would indicate that 
well-managed tourist courts are 
worthy credit risks. 


August, 1945 








Is Your Bank Prepared For Foreign Trade? 


OREIGN trade will constitute an important postwar oppor- 

tunity for alert banks, Your customers will need banking 
facilities in foreign countries and data regarding conditions 
abroad, exchange regulations and credit information. 

It is not necessary for you to maintain connections with 
foreign countries to offer this service. Our Foreign Department 
will act as your own, supplying you with the facilities and in- 
formation you require. Moreover, the name of only one bank 
—your own—will appear on the forms we supply. 

This service will save you valuable time in establishing com- 
mercial credits, forwarding collections, making payments. The 
cost is small. Why not consult us now? We are ready to serve you. 


AMERICAN NATIONAL BANK 


AND TRUST COMPANY 
OF CHICAGO 


LA SALLE STREET 
Member Federal Deposit 
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We Finance June Buds 


We have tried to co-operate with 
the farmers for many years, taking 
care of their crop needs and advis- 
ing them to the best of our ability. 
We are in a farming and livestock 
section; however, our farmers are 
all small farmers. 

We assist the nurserymen in rais- 
ing their stock; there are about 
eight or ten in our community who 
grow more than one million June 
buds (which are peach trees), ap- 
ples, plums, and other nursery stock. 
We have always financed these 
growers for the budding and grow- 










T 


AT WASHINGTON 


Insurance Corporation 


o #8 8 4 ? BUSINESS 





ing of their nursery stock, which are 
ready for the market about Decem- 
ber each year. A number of these 
men are now in good financial con- 
dition and no longer need our as- 
sistance. 

We have also been boosting the 
poultry and dairy business and, for 
our territory, it has done quite well. 
—Cleda Olds, cashier, Bank of 
Amity, Amity, Ark. 


Every man appraising residential 
property must be strictly up-to- 
date in his knowledge of building 
plans, materials and equipment. 
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An Aid For Bank Loan 
Officers 


Loan officers will be interested in 
a new manual, “Insurance Protec- 
tion for Use in Extending Bank 
Credit.” Adequate insurance cover- 
age is an important part of many 
bank loans, and the purpose of this 
insurance summary is to take guess- 
work out of this important subject 
when bankers are considering loans 
in which insurance may be an im- 
portant protection. 

The manual is made up of loose- 
leaf stapled sheets, letterhead size. 
It describes briefly the protection 
given by various insurance cover- 





ages, and on separate sheets, groups 
and lists these coverages one under 
the other at the left hand side. The 
sheets are so arranged that opposite 
each insurance coverage the banker 
can list in blank space provided, 
“Amount in Force, Insurance Re- 
quired, Additional Coverage Re- 
quired, Remarks.” There is a space 
at the top for the borrower’s name 
and address and a single sheet prop- 
erly filled out will tell at a glance 
whether or not the loan applicant is 
properly protected by insurance, and 
if not, just what spots are weak. 
The summary suggests that, in some 
instances, it may be advisable to 
confer with the applicant’s insurance 
agent to better determine the ade- 
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quacy of insurance carried. 

“Insurance Protection for Banks” 
is published by the Hartford Fire 
Insurance Company and the Hart- 
ford Accident & Indemnity Com- 
pany of Hartford, Connecticut. H. G. 
Graham of the latter company will 
be pleased to send you without ob- 
ligation a copy of the summary with 
a number of additional sheets for 
your insurance analyses. 


Help For The Real 
Estate Loan Officer 


How much can a family afford to 
pay for a house? 

To replace rule-of-thumb an- 
swers, Prof. R. M. Nolen, University 
of Illinois economist, has worked 
out a simple new system. He believes 
it can mean the difference between 
keeping or losing a home, between 
maintaining it or letting it go to 
ruin. 

He says that the greatest usual 
error is not to allow for upkeep 
costs. These he conservatively esti- 
mates at $20 a year per $1,000 of 
value, Estimating taxes at $18 and 
insurance at $3, a home owner thus 
should expect to pay $41 per 1,000— 
roughly $4 per $100—per year to 
maintain his home, in addition to 
interest and amortization on any 
loan. 

To make Professor Nolen’s system 
available to everyone, the Small 
Homes Council at the University 
has put it into a free four-page cir- 
cular “Financing the Home.” This is 
another in its series of non-technical 
publications for home planners. 

It contains a check-list to estimate 
a family’s housing allowance, and 
simple tables showing what value of 
home any allowance from $15 to 
$125 a month will finance at 4, 5, or 
6 per cent interest and for 10-, 15-, 
or 20-year loans, with all costs— 
amortization, interest, upkeep, 
taxes, and insurance—considered. 

Here’s how the system works: 

From total income—monthly or 
yearly—subtract income tax and 
retirement benefits. From this net 
income, subtract total costs of food 
and clothing utilities and fuel, medi- 
cal care, life insurance, other neces- 
sary expenses, recreation, and car. 
The sum remaining is available for 
housing. 

Taking the case of a family which 
has $1,200 saved for a down pay- 
ment to finance part of a new home, 
and whose income leaves $44 a 
month available for housing, here’s 
how they find out how much they 
can pay for a house: 

On the $1,200 part, annual up- 
keep, taxes, and insurance at $4 per 
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$100 will be $48 a year. This takes 
$4 a month from the sum available 
for housing, leaving $40 monthly 
for a loan—including amortization 
and interest on the loan itself, and 
upkeep, taxes, and insurance on 
that part of the house built with the 
loan. 

The table shows that if a 5 per 
cent, 20-year loan can be obtained, 
$40 a month will finance $4,600. On 
these terms, and including the 
$1,200 down payment, this family 
can buy or build a $5,200 house and 
have every expectation of keeping 
up both the house and the payments. 

Other items discussed briefly in 
the free circular are: Home owner- 
ship vs. renting, preliminary and 
extra costs of buying or building, 
down payments, mortgages, and the 
place of housing costs in the family 
budget. 


Veteran Law Manual 


Published by Commerce Clearing 
House, Inc., 214 North Michigan 
Avenue, Chicago 1, Illinois. Paper 
cover, price $2.00. 

This is a book of 271 pages cover- 
ing all phases of the Veteran’s Loan 
Law. Specific instructions as to how 
to handle every veteran’s applica- 
tion, together with information 
about the veteran’s governmental 
services are given in clear under- 
standable language and the whole 
is thoroughly indexed. 

It would seem that every bank in 
the country needs a manual of this 
sort, which will make it possible to 
handle all veteran’s applications 
promptly and correctly, with the 
result that the bank will make all 
possible loans which are allowable 
and at the same time serve the 
veterans well, 


No Losses On $4,000,000 
Loaned On Farm Equipment 


As is natural with a new type of 
business, we entered the farm 
equipment financing with trepida- 
tion, but we realized that a farmer 
pays for his tractors and tools until 
all hope of saving his equity in his 
farm property has been abandoned. 
Also, we found that if the equip- 
ment had been sold on proper terms, 
we, or the dealer, at all times had 
an equity therein sufficient to insure 
us against loss. Our experience has 
justified our belief in these basic 
principles. 

Our arrangements with dealers 
have resulted in a very satisfactory 
number of loans and volume in dol- 
lars. Since we entered this field, we 
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FIELD WAREHOUSING 


li, ge financing problems will 
follow cancellation of war 
contracts. Some of your customers 
will have current assets tied up... 
large inventories on hand . . . and 
immediate need for funds. 
Warehouse Receipt Loans 
against inventory stored right on 
‘our customer’s own premises will 
be the answer in many cases where 
accommodation is needed in excess 
of your open-line limits. Forward 


looking bankers are preparing now 
by requesting us to arrange for 

uick installation of our Field 
Wivbaass Service for certain of 
their customers against the time 
when it is needed. 

Complete information, surveys 
and arrangements for installation 
of our service furnished without 
cost to you. An experienced oper- 
ating executive will be glad to call 
at your request. 


New York Terminal 


Warehouse Company 
25 South William Street, New York 4, N.Y. 


219 Broad Ave., Albany, Ga. - Healey Building, Atlanta 3, Ga. - 35 Congress St., Boston 9, Mass. - Liberty Life 
Bidg., Charlotte 2,N. C.- 120 So. LaSalle St., Chicago 3, Ill. - National Bank Bidg., Detroit, Mich. + 809 Electric 
Bidg., Indianapolis 4, Ind. - First National Bank Bldg., Memphis 3, Tenn. - 16 South Broad St., Philadelphia 2, Pa. 


Keystone Bidg., Pittsburgh 22, Pa. - 
have had a volume of perhaps $4,- 
000,000 including flooring the equip- 
ment and also including loans to 
contractors on tractors and dirt 
moving machinery. 

This is approximately 25% of our 
total volume in this type of financ- 
ing. We include in one total, for our 
own records, financing of contracts 
covering all kinds of merchandise 
and carry no special heading for 
farm machinery. 

We have had no losses on this 
type of loan and we consider it one 
of the very best types, if handled 
properly, for the reasons given. Care 


8th and Locust Sts., St. Paul 1, Minn. - 


Hills Bidg., Syracuse 2, N.Y. 


is exercised where the purchaser is 
a tenant farmer. 

We finance (in addition to floor- 
ing merchandise) by three different 
methods: 

1. With full recourse of dealer; in 
which case we depend to a certain 
extent upon dealer’s net worth, but 
more upon his ability to service 
and re-sell the equipment in the 
event of trouble. However, the basic 
requirement of the purchaser’s 
ability to pay is not overlooked, as 
we consider it to be the responsibil- 
ity of a bank to make sure that no 
purchaser is sold goods beyond his 
capacity to pay. 
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2. By schedule with full recourse 
of dealers. In this case, we make a 
loan to the dealer supported by as- 
signed contracts with a margin of 
15%. Checkings on the purchasers 
are not quite so complete as a rule 
in such cases. 

3. Without recourse to dealer; in 
which event the purchaser is usually 
our customer. His credit standing is 
of prime importance and of secon- 
dary importance is his equity in the 
merchandise at time of our acquisi- 
tion of the paper. 

In 1, we have a repurchase agree- 
ment signed by the dealer in which 


he agrees at our request to repossess 
the merchandise and take up the 
balance owing on the ‘contract 
should it go delinquent more than 
60 days. Such a request is seldom 
made as we usually agree to extend 
the balance until the next crop re- 
turns are due, if the equity in the 
equipment warrants such leniency. 

In 2, the dealer has to make the 
payments if the purchaser does not. 
We insist upon being advised who 
has made the payment. If any one 
contract on the schedule is danger- 
ously delinquent, we request the 
dealer either to substitute another 
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MERCANTILE- COMMERCE 


BANK AND TRUST COMPANY 


Locust-Eighth-St. Charles 
ST. LOUIS, MISSOURI 


JUNE 30, 1945 


THE RESOURCES 


Cash and Due from Banks 


United States Government Obligations di- 
rect and guaranteed (incl. $73,860,904.80 


Other Bonds and Securities 
Demand and Time ‘Loans 


Stock in Federal Reserve Bank in St. Louis- 
Real Estate (Company’s Building) 
Other Real Estate (Former Bank of Commerce 


Buildings) 
Overdrafts 


$78,897,732.96 


197,176,471.28 
31,226,862.87 
54,757,724.21 
525,000.00 
2,790,536.40 





Customers’ Liability on Acceptances and 


Letters of Credit 
Other Resources 


1,731,482.90 
106,522.31 
$368,717,992.55 


THE LIABILITIES 


Reserve for Interest, Taxes, etc. ......----- 


Unpaid Dividends 


$12,500,000.00 
5,000,000.00 
3,780,682.62 
437,500.00 
1,553,333.77 
2,896.55 


Bank’s Liability on Acceptances and Letters 


of Credit 


Deposits, Secured: 


U.S.WarLoan $ 56,849,425.59 


Other Public 


1,731,482.90 
90,151.66 


10,595,929.26 $ 67,445,354.85 


Other Deposits: 


$228,853,882.89 
47,188,158.25 


Savings 


134,549.06 $276,176,590.20 $343,621,945.05 


$368,717,992.55 


* All securities pledged are to the U. S. Government or its Agents, State of 
Missouri and the City of St. Louis, to secure deposit and fiduciary obligations. 
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contract or pay up the whole out- 
standing balance of the delinquent 
item whether or not it be entirely 
due. 

In 3, we usually have a verbal 
agreement with the dealer that he 
will co-operate with us in the event 
of trouble. 

These arrangements have worked 
out so far in a perfectly satisfac- 
tory manner and have resulted in 
our being able to gain the friendship 
of numerous substantial farmers 
whom otherwise we might never 
have been able to contact.—B. W. 
Luke, assistant vice president, 
American Trust Co., San Francisco, 
Calif. 


We Collect Charges At 
The Window Daily 


I have read the articles you have 
published, both pro and con, and it 
seems to me that all the arguments 
favoring “analysis” only tend to in- 
cur more labor and more employees, 
as I know it would require more 
help, in our case, if we used analysis 
and month-end charges. 

From my viewpoint, complete an- 
alysis or even any analysis have no 
place in bank accounts. 

True, we are not pestered with 
$50,000 accounts, but if we were, I 
would impose a special charge 
against them to cover all of the 
insurance costs. ° 

Our experience in all our charges 
sum up to the fact that it is much 
less work and saves time to make 
all charges as the transactions are 
made, and, we also find that cus- 
tomers accept it more readily than 
when a lump-sum charge is made 
to their account at the end of the 
month. 

We have a few payroll accounts, 
on which we make metered charges 
at the end of the month, but it is a 
very simple matter for the number 
of checks that have been paid 
against the account to be taken off 
the monthly statement at the end 
of the month and, these customers 
expect such charges, where the in- 
dividual with a small account might 
raise some objection, as we allow no 
free checks in our accounting. 

We also find that when we make 
all charges at the window it simpli- 
fies bookkeeping for the customers, 
because they do not have to make 
allowances for such charges when 
they receive their monthly state- 
ments. With analysis, they have to 
wait for the statement to see what 
the charges are. 

Our customers come in and lay 
their cash on the counter for what- 
ever size check-book they desire, 
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without any complaint. The objec- 
tors are people who do not have 
bank accounts that hear about the 
charges, or some one who has the 
habit of overdrawing his account. 


One of our customers, that often’ 


tried to overdraw, did voice his ob- 
jection to paying 3 cents for his 
checks and I happened to be within 
hearing range of his remark. I did 
not tell him his account was over- 
drawn a few dollars, but did inform 
him and his listeners that we did 
have customers that “overdraw” 
their accounts and also expected 
free check-books. Thereafter he 
paid for his checkbooks and did not 
overdraw his account. 

You are very right when you say 
that a customer is more willing to 
lay his money on the line for some- 
thing he can see at the moment.— 
John H. Walker, cashier, Bank of 
Saint Genevieve, Ste. Genevieve, 
Missouri. 


Investment Companies 
1945 Edition 


By Arthur Wiesenberger. Pub- 
lished by Arthur Wiesenberger and 
Co., 61 Broadway, New York 6. 
Price $10.00. 


This Fifth Annual Edition is com- 
pletely revised and enlarged and 
contains 288 pages of factual infor- 
mation and advice on the industry 
and on all leading companies, It in- 
cludes tax aspects, comparison of 
management results, comparison of 
expense ratios, and many other 
types of information important to 
those who buy securities. 


A Service Charge Schedule 
Should Be Easily Understood 


We just want to compliment you 
on your articles in April and June 
issues of Bankers Monthly, on serv- 
ice charges. 

The sooner the banks learn to 
simplify their service charges, so 
that even a grade school student 
can understand them, the better off 
they will be. 

And, according to our way of 
thinking, it should be about three 
cents for each ledger entry and five 
cents for all out of town checks. Cut 
out all maintenance charges, no 
credit of any kind for balances, 
treat all the customers the same, 
both large and small, no charge for 
any account for any month where 
the account is dormant—any child 
can understand this kind of service 
charge schedule—and very few cus- 
tomers will object to it. 
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FICB CONSOLIDATED DEBENTURES 
Wee 


Prime Short Term Issues 


CONSOLIDATED DEBENTURES of the Federal intermediate 
credit banks offer excellent media for employment of large 
cash balances. Issued monthly in maturities from 6 to 12 
months and denominations from $5,000 to $100,000, 
they are available regularly through recognized dealers 
and dealer banks. Eligible as security for most fiduciary, 
trust and public funds, these debentures are authorized 
under the Federal Farm Loan Act, as amended. They are 
legal investment for savings banks and insurance companies 
in various states, besides enjoying exemption from 


all state, municipal and local taxes. 











31 NASSAU STREET 








THE FEDERAL INTERMEDIATE CREDIT BANKS 





Requests for supplemental information regarding 
these seasoned issues should be addressed to: 


CHARLES R. DUNN, Fiscal Agent 


NEW YORK 5, N. Y. 





Enter your service charges every 
day and by so doing, your service 
charges will always be right up to 
date instead of taking two or three 
days each month to compute a serv- 
ice charge schedule that not one out 
of every hundred customers can 
understand. 

The customer with the small bal- 
ance is as able to pay the service 
charge of three cents for each ledger 
entry as the customer with the large 
balance, so let’s be fair with our- 
selves and our customers and make 
a reasonable and understandable 


service charge schedule, which we 
are not ashamed of and which our 
customers will understand.—J. T. 
Fowler, president, The Home State 
Bank, Arcadia, Kansas, 


If the written amount on a check 
is not the same as the amount in 
figures, the amount in words is the 
sum payable. 


A bank must supply credit for 
the community but it must also 
conserve credit so that it will not 
be wasted. 
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Many Advantages From 
Use Of New Posting Machine 


This posting machine was de- 
signed and built by The National 
Cash Register Company for use in 
the commercial department of 
banks. 


N.C.R. Commercial Posting Machine 


One of the outstanding features 
of this machine is its easy adapta- 
bility to any of the standard posting 
plans. Others are: stationary print- 
ing table; automatic injection and 
ejection of forms; uniformly even 
printing of amounts with increased 


Check What You Need And Mail This Form 


. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 

. Bandit Resisting Enclosures 


and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 


. Calculating Machines 

. Calculating Machine Desks 
. Chairs, Posture, Office 

. Changeable Signs 


Checks 


. Check Book Covers 

. Check Cancelling Perforators 
. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Christmas Savings 

. Coin Bags and Boxes 

. Coin Changers 

. Coin Counting and Packaging 


Machines 


. Coin Envelopes 


28. 


29. 
30. 
31. 
32. 
33. 
y Deposit Ticket Files 
36. 
37. 
38. 
39. 
40. 
41. 
42. 
43. 
44. 
45. 


Coin Sorting and Counting = 


Machines 

Coin and Currency Trays 
Coin Wrappers 

Coupon Books 

Currency Straps, Envelopes 
Dating Machines and Stamps 


Desk Pen Sets 

Duplicators 

Electric Signs 

Expanding Filing Envelopes 
Expanding Mailing Envelopes 
Filing Cabinets 

Filing Systems 

Forms, One-Time Carbon 
Forms, Continyous 

Glass Signs 

Honor Roll Placques 


46. Inter-Office Communicating 


Systems 


. Interest Calculators 


. Lamps ; 
a _— Systems, Fluorescent 


aps 
. Metered Mail Systems 
. Money Orders 


53. Name Plates and Desk Signs 


. Night Depositories 
. Night Depository Bags 
. Pass Books 


Pay Roll Checks, Envelopes 


. Personalized Checks 
. Personal Loan Advertising 
60. Personal Loan Collection 


Envelopes 


. Personal Loan Systems 
. Photographic Bank Systems 
63. Proof Machines 
. Rubber Stamps 
. Safes, Fire and Burglar-Pruof 
. Safe Deposit Boxes 
. Safe Deposit Records 
. Safety Paper Suppliers 
69. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 
. Seals, Coin Bag 
72. Seals, Corporation, Notary, etc. 
. Stamp Affixers 
. Storage Files 
. Time and Delayed Time Locks 
76. Time Stamps 
. Travelers Checks 
78. Typewriters 
. Typewriter Stands 
. Vaults 
. Vault Equipment 
. Visible Records 
83. War Bond Safekeeping 


Systems 


84. Window and Lobby Displays 


lineage; standard, full, visible, flex- 
ible keyboard; optional automatic 
check count and account analysis. 

These exclusive “National” fea- 
tures have done more to increase 
the speed and efficiency of posting 
checking accounts than any other 
improvements that have been made 
since the first mechanical posting 
machine was adapted to this appli- 
cation. 

The sturdy construction of this 
machine reduces the possibility of 
mechanical trouble and thereby in- 
creases its life. The absence of ex- 
posed moving parts protects the 
mechanism from dust and dirt 
which cause excessive wear. 


Typing Corrections Made 
Quickly, Without Damage 


As a means of saving time and 
assuring neat and speedy typing 
corrections without damage to doc- 
uments or letters, Del-e-tape rib- 
bons and eradicators are finding 
ever-widening acceptance. These 
ribbons have been used by many 
leading insurance companies for 
years and are considered standard 
equipment in their policy-writing 
departments. 


The ribbons are permanent in 
type, non-smudging and, for minor 
corrections, can be erased with an 
ordinary eraser without marring or 
scuffing the paper. 

In addition, where even the 
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slightest erasure is undesirable, the 
Rand McNally and Co., 536 So. Clark St., Chicago 5, Hil. 


typist may apply the Del-e-tape 
eradicator and bleach the type- 
written word right off the page. 
This assures a clean and neat typing 
job, which is particularly essential 
in bank work. Should corrections 
again be necessary in the same spot 
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Please have buying information sent us on the items checked above. 
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they may be accomplished without 
making a hole in the paper. 


Del-e-tape typewriter ribbons are | 


made for all makes of typewriters 
and supplied in black, blue, black 
and red. 


These ribbons and eradicators are | 
available from Aetna Products Co., | 


202 East 44th Street, New York 17, 
nN. 2: 


Posture Chairs Available 


The Cramer Posture Chair Co., 
Kansas City, Mo., has announced 
that it now has available posture 
chairs made of tubular steel with 
seats filled with curled hair. The 
chairs are quite similar to those 
produced before the war. 


“Service Charge .03” 


In your April issue of Bankers 
Monthly, I noticed the article 
headed, “Three Cents Per Item—By 
Simplified Schedules—By Long An- 
alysis,” by C. D. Welty and E. W. 
Rossiter. 

I also noticed a statement made 
by H. L. Dunham of the Valley Na- 
tional Bank, Phoenix, Arizona, 
where he was looking ahead ten 
years to simplified service charges. 

Our bank was organized and be- 
gan business on June 3, 1934, or 
almost ten years ago now and we 
opened with a service charge of 
three cents per item on any account, 
no matter how large the deposit 
account might be. 

We did this with an explanation 
to our customers that it was thought 
the actual cost to the bank would be 
three cents per item debited to their 
accounts. We found that our cus- 
tomers were very willing to pay the 
cost to the bank. 

“We have a rubber stamp “Service 
Charge .03,” which we stamp on the 
face of each check or debit item 
each day before we charge the item. 
For instance, if John Jones writes a 
check for $10, we charge his account 
$10.03 when the item is posted. We 
count the number of debit items 
each day before they go to the post- 
ing machine operator and multiply 
the number by three cents and enter 
the amount as service charges on 
our earnings book. 

This system keeps the customer’s 
account up to date so that, if he asks 
his balance, it is correct with all 
charges taken off. We also instruct 
our depositors, when they open an 
account, to deduct the three cent 


charge on each check stub. That | 


keeps their balance current. 
Our customers like this system of 
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COIN ng MACHINES 


bale 


MODEL No. 4ET—(Electric) 


A large motor driven Machine with an unusual repu- 
tation for speed and durability. Will handle all coins. 
Automatically locks after each count of 20, 25, 30, 
40 or 50 coins or will count indefinitely into a bag. 


Register can be reset to zero. 


ABBOTT COIN COUNTER COMPANY 
















$200,000 IN GOLD DUST 
2 gold watches, running, marking 
perfect time, also valuable papers, 
saved by this Herring Safe. 
























MODEL No. 2X—(Hand operated) 
Adjustable for pennies, nickels, dimes, quarters or halves. 
Can be set to lock autometically when 20, 25, 30, 40 or 50 
coins have been counted or will count indefinitely into a bag. 
An operator can count and package 400 coins a minute or 
count 2000 coins into a bag. Register can be reset to zero. 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 
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THE ORIGIN OF THE WORLD 

















“ WIDE H-H-M TRADITION... 


te For 16 previous years, Silas Herring had produced 
the world’s best safes, but the world still doubted 
any safe would withstand a firstrate conflagration. 
Then came the San Francisco holocaust, May, 1850. 
Twenty-five Silas Herring safes came through the fire 
in good order—with contents intact! 100 other safes 
were destroyed—their contents reduced to ashes! 


% It is this proud tradition that inspires the present 
HHM organization to keep the HHM ones of 
performance—always years ahead! 


IN PREPARATION: ‘‘Progress im Protection."’ ds 
An illustrated history of devices men hove 
used to protect their valuables from the cave 
man era to the present. Limited edition. For 
architects, bonkers, executives. Please re- 
serve (by letter) your copy now. Gratis. 


oA 


HERRING - HALL - MARVIN SAFE CO. 


elite 


es: Hamiltor 


BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Louis, Atlanta, Houston 
OTHER AGENCIES ALL OVER THE WORLD 


MANUFACTURERS OF BANK VAULT EQUIPMENT 
SAFE DEPOSIT BOXES 
BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS—WEST POINT MILITARY 






NIGHT DEPOSITORIES 


BANK COUNTERS - TELLERS’ BUSES AND LOCKERS 
BANK AND OFFICE SAFES 


RESERVATION 


377 


Government Relaxes 
Restrictions on 


BRONZE 


& SIGNS | 
Once again, “Bronze Tablet Head- 
quarters” can supply Honor Roll 
Plaques, Bank Signs and Desk 
Signs of gleaming, everlasting solid 
Bronze! Write today for illustrated 
Catalog BM, showing many styles 
available; Pre-View sketch sent FREE 
—send approximate dimensions. 


{ Mr.BARRETT - | 


UNITED STATES BRONZE 
SIGN CO. INC. 


570 Broadway New York 12, N. Y. 





Burroughs Clean-Copy Carbon Paper is fur- 
nished in sizes, colors, weights, finishes 
and grades to meet all usual commercial 
needs, from ‘one time’’ carbons to highest 
uality carbons for multiple impressions. 
For best results, standardize on Burroughs. 
Save money, too, through Burroughs Dis- 
count Purchase Plans. For full details. 
call your local Burroughs office or write 
Burroughs Adding Machine Company. 
Detroit 32. Michigan. 


Burroughs 


SUPPLIES FOR BUSINESS MACHINES 


| charges much better than analysis 
| systems as they know just what 
their charge is and can allow for it. | 
| It also enables us, with a small 


working force, to handle the work | 
much easier and without a heavy | 
load at certain periods when the | 
other systems call for computing | 


and debiting long analysis service 
charges. 

We have some customers in our 
small bank with $20,000 balances 


and not one of those customers has | 


ever objected to our system or | 


charge. We have about 2,000 check- | 


ing accounts and just a little more | 


than $1,000,000 on deposit. 


| I have noticed that, according to | 
the A.B.A. booklet showing earn- 


ings of state banks yearly for the 
past few years that our bank has 
each year averaged slightly more 
from service charges than the aver- 
age for banks of our size in our state. 

Personally, I think the charge is 


| fair, I find that almost all customers 
| are willing to pay the cost of their 


account and that this system is easy 
to operate and one that customers 
can understand. I think it makes for 
better relations with your public 
because of the fact that they do 
understand it. 

I believe that if all banks could 
come to an agreement on a per-item 
charge, no matter what the size of 


able for public relations. No matter 


| where a customer moved, he would 
| know the charge would be the same. | 


It might be that the banks in the 


tem because of the nature of their 
business, but I do think all banks 
outside of the larger cities could 


arrive at a charge that would be fair | 
| Coin Wrappers, Bill Straps, Coin Bags, 


to all concerned. 

I think this charge should elimi- 
nate the practice of charging ex- 
change to pay your customer’s 
checks also, so that his check will 
be worth one hundred cents on the 
dollar. 


-I think the articles you are print- | 


ing on these subjects will help to 
bring about a uniform, simplified 


charge and system that can be used | 


by all banks and result in much 
good for all concerned.—W. W. 
Jackson, cashier, St. James Bank, 
St. James, Missouri. 





Attract More 
G.I. LOANS 


New bank advertising service @ 
Human interest photos @ 100% 
attention aged @ Write for FREE 
proofs @ No obligations 

EYE* CATCHERS 
12 E. 38th Street New York 


| the account, and all charge the same, | 
| that it would be much more accept- 


| larger cities could not have this sys- | 





LOAN ADVERTISING 
f Ts 

FOR BANKS 

oe ; KE. 

Folders, blotters, 

statement inserts, credit 

cards and other material. 

Write for samples and prices. 


The McCULLOUGH CO. %c. 


32 EAST GEORGIA STREET 
INDIANAPOLIS 4, INDIANA 
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RUSH §epauf RASER 


The refillable, Propel-Repe!l Eraser is 
now a real labor-saving and money- 
saving device. Don't throw away costly 
stationery and record sheets because of 
errors. Get a Rush Eraser today, and 
eliminate the errors quickly and thor- 
oughly. A feather-touch removes one 
figure, one letter, or a word. Every effi- 
ciently-managed office should use Rush 
Erasers. 


INK and TYPEWRITER ERASER 


Selts for 50 with @ money-beck guorontee. Ask 
your Stetioner or write us todey. 


THE ERASER CO., Inc. (Mfrs.) 
SYRACUSE 2, N. Y. 


‘STEED: 3 <tRONG 


Lead Seals, Coin Trays. 
Write for complete catalog. 


The C.L.DOWNEY CO 


NINTH and COLFAX AVE. 
; HANNIBAL, MO. 





CLAROTYPE 


CLEANS TYPE INSTANTLY 


ORDER FROM YOUR STATIONER 
OR TYPEWRITER SUPPLY DEALER 


THE CLAROTYPE CO., ING. 


261-X Broadway, New York 7, N. Y. 


for All Coin Machines 
Tubular and 
Cartridge Containers 


STANDARD PAPER GOODS ‘co 


WORCESTER 8, MASS. 
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Power Machinery Paper 
Is The Best 


This bank has been handling all 
kinds of farm machinery paper for 
many years and we find that power 
machinery is the best paper that we 
are able to get. In making these 
loans, we take into consideration the 
moral risk, character of the land, of 
the farm, and many other elements 
which enter into each individual 
case. 

We do not ask dealers to endorse 
our paper. They all agree, in the 
event we have to repossess any- 
thing, they will go out and get it 
and house it until it is sold. For- 
tunately, we have our first piece of 
paper to repossess, We have had a 
few instances where we had to assist 
in the sale of implements, but we 
have never had to go out and get a 
piece yet. 

We find that farmers that use 
power equipment are better moral 
risks than farmers that use other 
methods. We are always looking for 
this type of good loan—John H. 
Perry, president, Grayson County 
State Bank, Sherman, Texas. 


We Get Good Loans From 
4-H Members 


It is our general practice to en- 
courage 4-H Club activities in every 
possible way since experience has 
taught us that future customers as 
well as immediate good will result 
from this policy. We contact these 
groups by having our officers or 
staff members attend their meetings 
or by approaching them directly 
through the schools. 

Our program calls for providing 
funds to be used by the members 
for the purchase of livestock and 
the growing of crops. In practically 
all cases, the parent or some respon- 
sible person is required to sign the 
obligation and it is generally under- 
stood that bank loans will be repaid 
regardless of the outcome of such 
ventures. 

As a further encouragement to 
young farmers, we join with other 
interested groups in offering schol- 
arships to summer schools on farm- 
ing subjects and also offer prizes for 
outstanding achievement or displays 
at county fairs or similar showings. 
Our interest, of course, is not con- 
fined to the 4-H Clubs, but covers 
any other similar groups such as the 
Future Farmers of America.—H. A. 
Weiss, assistant vice president, The 
United States National Bank, Port- 
land, Oregon. 
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GEORGE GIANAKAPOPOLOUS 


George Gianakapopolous has a 
checking account in a bank and, de- 
spite the fact that his signature 
looks like a carelessly dropped fork- 
ful of spaghetti, he receives his 
cancelled checks and statement every 
month, and the checks are always 
his and his statement is always 
correct. 


George probably never gives a 
thought to the difficulties his bank 
experiences in sorting and filing his 


checks correctly. He, like everyone 
else, assumes that in the banking 
business things are done accu- 
rately and he has no conception as 
to what banks have to go through 
in order to make everything come 
out even. 


It isn’t so much the fact that bank 
people make errors in sorting and 


Manufacturing Plants at: 


E LUAG 


HECK PRIN 


Which Telephone 
Problem Is Yours? 


HE telephone is considered an indispensable facility 

in business, yet certain problems arise in its use 
which are inevitable. For example: The practice of per- 
mitting phone talk to be overheard by visitors, or by 
personnel not concerned, leads to confidential matters 
becoming public property. Business leaks or personal 
embarrassment frequently result. This can be avoided 
by the use of the phone silencer. 


It is well known that the noise level in an office affects 
efficiency, inasmuch as it increases nervous tension and 
fatigue. Nothing is more disturbing than phone talk. 
It adds to the noise level, but more than that its word 
content is provocative of attention, and so arrests con- 
centration on the task, dictation, or conference, as 


nothing else does. This can be avoided by the use of 


the phone silencer. 


Is your problem improving phone hearing midst sur- 


rounding noises? There is only one way this can be | 
accomplished, and that is by keeping surrounding noises | 


out of the transmitter and off the wire, so that the 






nant over these noises. A phone 
silencer does this. 


information on solv- 
ing all three of these 
phone problems, write 


the silencer’s applica- 
tiontothe Dictaphone 


dress — Hush-A- 
HUSH-A-PHONE Phone Corp., 43 West 
16 St., New York | 


A Phone Silencer ¢ ity 11. 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





incoming voice is more domi- | 


For more detailed | 


for Booklet B-1. Ifyou 
want to learn about | 


and Ediphone, this | 
too is explained. Ad- | 








filing checks, and it isn’t so much 
the elimination of these errors that 
reduces bank costs, because sooner 
or later all errors are located and cor- 
rected. The really important reason 
why signatures should be easy to 
read is because it is necessary to 
sort them and file them correctly— 
QUICKLY! 


If a signature is so bad that it re- 
quires consultation before it can be 
properly sorted and filed it con- 
tributes to a bottle neck, so it isn’t 
necessarily the number of missorted 
items that make it important for 
customers to use imprinted checks 
but rather the items which cannot 
be sorted correctly — QUICKLY. 
That is where the DeLuxe Person- 
alized Check program comes into 
the picture. May we tell you more 
about it? 





it’s Chained 
... It’s Safe 


ORRISE 


After a long absence we are happy 
to again offer the Morriset Desk 
Pen with CHAIN attached. Now you 
can have the same smooth, clean 
writing pen that writes countless 
words with one dip and at the 
same time be assured that it will 
not be lost or misiaid. A practical 
and ideal:pen for the depositor's 
table. 

Yes, we also have the Morriset 
Desk Pen without the chain for the 
executive's desk at $2.59. All 
sets are furnished complete 
with a bottle of ink. 





HEDENKAMP & COMPANY 
BANK SUPPLIES 
343 Broadway, Dept. B, New York 13,N.Y. 

















Today the veterans of our Euro- 
pean victories are sailing to final 
triumph in the Pacific! Mean- 
while patriotic American indus- 
trial leaders are following a 
full-speed-ahead program to 
hasten peace through the Payroll 
Savings Plan! 

From coast to coast, veteran 
Bond salesmen—and women— 
who put over the Mighty 7th, 
are once more mustered into ser- 
vice for plantwide selective re- 


Are You? 


solicitation campaigns. These 
special efforts to keep employee 
Bond buying at a maximum are 
directed toward two major ob- 
jectives: 


A To hold every new 7th War 

- Loan subscriber on the Pay- 
roll Savings Plan books— 
maintaining and, wherever 
possible, increasing present 
Bond allotments. 


B To convince all regular sub- 


scribers who recently stepped 

up their Bond buying, of the 

many advantages of continu 

ing on this foresighted, extra- 

Bonds-for-the-future basis. 
Back up our fighting men who 
have won one war—and will win 
another. Use selective resolici 
tation to make your Payroll Sav 
ings Plan more effective—put 
tighter rein on inflationary tend- 
encies—build peacetime pros 
perity. 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Councié 
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‘More For Your Money” 


In RAND MSNALLY BANKERS DIRECTORY (the ive Book) 





More facts pertinent to banking 


A uniform arrangement of all information on every 
bank—-saves time 


An 11 column breakdown of bank statements, 










simplifying comparison 





A side-opening style that permits easy comparison 
of bank figures, and allows more banks to a page, 
making the total book less bulky 


Segregation, with indexes, of less frequently used 












information 


A “Bank Recommended” List of Attorneys cover- 
ing the United States and Canada. 


A Buyers Guide Service for banks, free to customers 


and “More” — for advertisers 


The Blue Book has a paid circulation greater than 





all similar publications combined. 
oll Sav 
—put 3 
ry tend 
e pros 


Its ADVERTISERS exceed in number the total 
circulation of any similar publication. 


lt is the Official Numbering Agent of the American Bankers Association 


Published 6+ RAND MSNALLY & COMPANY chicago, 
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Promotions At The Chase 


The Chase National Bank an- 
nounces the following promotions 
in the official staff of the bank: Es- 
mond B. Gardner, Pension Trust 
Department, and W. Arthur Grotz, 
Railroad Department, to be vice 
presidents; James J. Major, Foreign 
Department, to be a second vice 
president; Adolphe Hague, Com- 
mercial Banking; Harry P. Hillen 
and David A. Scott, Foreign Depart- 
ment, to be assistant cashiers, and 
Irvin L. Dyer to be assistant comp- 
troller. 


Promotions At 
Public National 


E. Chester Gersten, president of 
The Public National Bank and Trust 
Company of New York, announced 
that Major Joseph 
Singer who re- 
cently resumed 
his duties as vice 
president at the 
Broadway and 
24th Street Office, 
after more than 
two years of serv- 
ice in the Adju- 
tant General’s De- 
partment and the 
Finance Depart- 
ment, U.S. Army, 
was appointed as head of the Mid- 
town Office at 39th Street and 7th 
Avenue. He also announced the fol- 
lowing promotions at the Midtown 
Office: John Obeda, assistant vice 


Joseph Singer 


president, was elected vice president 
and Herbert K. Baskin, assistant 
cashier, was appointed assistant vice 
president. 

The following promotions were 
made at the Broadway and 24th 
Street Office: Louis Katzman, assis- 
tant vice president, was elected vice 
president, Irving Levine, assistant 
cashier, was appointed assistant vice 
president and Paul M. Selosko, as- 
sistant cashier, was appointed as- 
sistant vice president. He further 
stated that Ernest H. Schneider, vice 
president, was transferred to the 
Broadway and 24th Street Office 
from the Midtown Office. 


Herbert V. Prochnow, 
Director Of Wisconsin 
Banking School 


The Wisconsin Bankers Associa- 
tion and the University of Wisconsin 
have announced jointly that Herbert 
V. Prochnow of the First National 
Bank of Chicago will be the director 





Effective co-ordination 


of all departments assures rapid, efficient han- 


dling of every type of banking transaction. You 


are invited to use any or all of our facilities. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


of the Wisconsin School of Banking, 
which is a short course for bankers. 
The first session will be held from 
August 20 to September 1, 1945 at 
Madison, Wisconsin at the Univer- 
sity of Wisconsin. 


The First National Bank in St. 
Louis has announced the election of 
Meredith C. Jones as a vice presi- 
dent, Jones has been vice president 
of Bitting, Jones & Co., Inc., invest- 
ment brokers of St. Louis, since its 
organization in 1936. 

Paul A. Albus and John F. 
Hughes, assistant secretaries, have 
been promoted to assistant vice 
presidents of The Continental Bank 
& Trust Co. of New York. Mr. Albus 
will cover the southeastern territory 
and Mr. Hughes the New Jersey, 
Long Island and Westchester terri- 
tory. 


New President For 
Minneapolis First 


At a meeting of directors of First 
National Bank of Minneapolis, Ly- 
man E. Wakefield, president of the 

bank since July 
30, 1926, was 
named chairman 
of the Board of 
Directors and 
Henry A. Atwood 
of Minneapolis 
was elected pres- 
ident. The official 
changes are the 
results of plans 

Henry E, Atwood which have been 
under discussion for some time in 
anticipation of Mr. Wakefield’s 
reaching the age of 65 within a few 


‘days. In his new position as chair- 


man of the board Mr. Wakefield will 
continue to be an active officer of 
the bank. 

No stranger to the First National 
organization, Mr. Atwood resigned 
as vice president of the bank in 
January 1936 to become vice presi- 
dent and a director of the B. F. 
Nelson Manufacturing Company of 
Minneapolis, manufacturers of as- 
phalt roofing, insulation and boxes 
Since April 1943 he has been a di- 
rector of the bank and has served 
on its Trust Committee. He will 
assume his new executive duties at 
the bank after a brief holiday and 
will continue as a director of the 
B. F. Nelson Manufacturing Com- 
pany. 


Good-will is a bank’s stock in 
trade and must be guarded jealous- 
ly. 
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Manila Branch Of National 
City Now Open 


Manila branch of The National City Bank 





Closed since the Japanese occu- 
pation, the Manila branch of The 
National City Bank of New York 
has reopened for business. The Na- 
tional City is the only American 
bank operating in the Philippines. 

The branch building on the Calle 
Juan Luna was one of the most 
modern in Manila. It overlooks the 
Walled City (Intramuros) and the 
Port District. For three weeks after 
the entry of General MacArthur’s 
troops this spring, the 37th Division 
fought a front line battle across the 
Pasig River from the bank. The six 


story building in downtown 


Gleed Named President Of 
Seattle-First National 


Directors of the Seattle-First Na- 
tional Bank have elected Thomas 
F. Gleed to the presidency of the 
bank, succeeding J. A. Swalwell, 
resigning after 54 years in active 
banking service. The announcement 
of the election was made by Law- 
rence M. Arnold, chairman of the 
board, and chief executive officer. 

Swalwell will continue as a direc- 
tor of the bank and as a member of 
its executive committee, but asked 
to be relieved of the presidential 
duties, having passed the usual re- 
tirement age established by the 
bank. His retirement had been de- 
layed in order that the bank might 
continue to have his active service 
through the most critical part of the 


Three new officers were elected 
by the Board of the Union Bank of 
Commerce of Cleveland, Ohio. They 
are Lewis C. Van Auken, assistant 
vice president, Edward W. McNelly 
and W. T. McWade, assistant cash- 
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Palm Beach Bank Increases 
Stock And Dividends 


Increase in the capital stock of 
the First National Bank, Palm 
Beach, Florida, to $1,000,000 from 
$200,000 and declaration of a 400% 
stock dividend to stockholders of 
record on June 23, were approved 
at a special stockholders meeting on 
that date. 

Announcement of these impor- 
tant changes is now made after re- 
ceiving official approval from the 
Comptroller of the Currency, Wash- 
ington, D. C. 

The stock dividend was accom- 
plished by transferring $800,000 
from the surplus to the capital ac- 
count, making the capital structure 
and reserves of the institution as 
follows: Capital $1,000,000, Surplus 
$2,000,000, Undivided Profits and 
Reserves $717,609.04, totaling $3,- 
717,609.04, which is an increase of 
$934,259.40 over one year ago. 

At the same time, the stockholders 
unanimously voted to reduce the 
par value of the new stock from $100 
to $10 per share, each stockholder 
receiving 50 shares of the new stock 
for one share of the old stock owned 
on June 23, 1945. 

An increase of 300% in the bank’s 


per month was also announced. The 
cash dividend is payable the first of 
each month commencing July 1, 
1945, to stockholders of record as 
of the last day of each month. On 
the new dividend basis and 100,000 
shares outstanding it will pay 12 
cents per share per month, or $1.44 
a year, it was stated. 


Manufacturers Trust 
Company Announces 
Promotions 


Manufacturers Trust Company 
has announced that Nelson B. Phil- 
lips, formerly an assistant vice- 
president of the bank, has been 
made a vice president and that Ray- 
mond C. Deering, formerly assistant 
comptroller, has been made deputy 
comptroller. The following were 
promoted from assistant secretary 
to assistant vice president: John J. 
Cunningham and George W. Mott 
of the bank’s main office and Messrs. 
Addison B. Bingham, Roger D. El- 
ton, Edward J. Grady, Sydney L. 
Hammer, William A. Knawa, Irving 
Tropp and Alfred R. Weil, all of 
whom are located in branch offices 
of the bank. 
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Lewis A. Lapham, executive 
director of the Pacific American 
Steamship Association, and Charles 
Page, vice president of Johnson & 
Higgins of California, were elected 
to the board of directors of Crocker 
First Nationa] Bank of San Fran- 
cisco. 


Raymond A. Lockwood, vice pres- 
ident of Manufacturers Trust Com- 
pany, New York, has been elected 


president of the New York Chapter 
of Robert Morris Associates. 


PUBLIC 
NATIONAL 


BANK 


and Trust Compan 
ot New ork : 





Fourteen Promotions . 


The promotion of fourteen execu- 
tives of the Pennsylvania Company, 
for Insurances on Lives and Grant- 
ing Annuities has been announced. 
In the banking department, five as- 
sistant vice presidents were made 
vice presidents. They are Samuel] E. 
Brown, Charles B. Roberts, 3rd, 
Howard V. Milbourne, Harry C. 
Culshaw and William F. Kelly. 
Assistant Treasurer Alfred C. Graff 
was named assistant vice president. 

In the trust department, three 
trust officers named vice presidents 
are A. W. Whittlesey, Frank E. Hol- 
land and Robert A. Wilson. Herbert 
J. Cousley was elevated from trust 
officer to senior trust officer. Four 
assistant trust officers, John W. Gor- 
don, Walter H. Schaefer, Anthony J. 
McFadden and Harry D. Livingston, 
were made trust officers. 


Norman E. Kenyon, assistant 
auditor of California Bank, Los 
Angeles, has been elected president 
of the Southern California Confer- 
ence of the National Association of 
Bank Auditors and Comptrollers. 

Martin Katte, auditor, Farmers 
and Merchants National Bank, Long 
Beach, was elected vice president, 
and D. L. Havins, assistant comp- 
troller, Bank of America, Los An- 
geles main office, was named secre- 
tary-treasurer. 


Floyd H. Egan has been elected to 
the office of vice president of the 
Central National Bank in Chicago. 
Mr. Egan was an assistant vice 
president before he entered the 
Army Air Force. He has now retired 
from the Air Service. 


It’s not always the size of the 
loan, but the way it is handled that 
makes it profitable. 


Buying Prices Rolls New or Mint Condition Coins 


Coins do not have to be old to bring a premium 


T¢ Roll 
Date & Mint 50 pes. 


” MONTICELLO 


eg ov®, 


5¢ Roll 10¢ Roll 25¢ Roll 50¢ Roll 
40 pcs. 50 pes. 40 pes. 20 pes. 


5$3.25 $5.50 $12.50 $12.00 
J 3.50 5.50 ceee 70.00 
J 4.00 6.50 12.50 cece 
4.50 5.50 11.25 10.50 
25.00 5.50 11.75 11.00 
20.00 6.00 13.50 12.00 


Liberal Premium paid for SINGLE RARE U. S. and Foreign coins, 
Gold, Silver, Bronze (Only those Gold Coins legally held for Nu- 


mismatic purposes). 


Also Paper Money. Appraisals for estates, 
etc. Correspondence solicited. 


Bank and other References. 


Can use 10 to 500 rolls of a kind. Prior to 1943. Also 43-S Ic. 


R. GREEN 


Room 1020 Board of Trade Bidg. 


ee 141 W. Jeckson Bivd. 
0° MINT MARK 


Chicago 4, Ill. 
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The Checkerdale idea can be such an important factor in 
the prosperity of local agriculture . . . and, in turn, of an 
entire community . . . that you will want to include it in 
your postwar planning. Contact your Purina field man for 
details and complete information. 


Better yet, though, come to St. Louis to get for your own 
self a full impression of Checkerdale and its possibilities for 
your community. You’re cordially invited the next time 
your Purina field man brings a group of men to St. Louis. 
You'll spend one day at our plant and office, and one at the 
nationally famed, 544-acre research farm, symbolized in the 
illustration. We'll be delighted to have you. Just get in 
touch with the Purina field man. If you don’t know his 
name, write BANKERS’ SERVICE DIVISION, PURINA 
MILLS, St. Louis 2, Mo. 


Dear Mr. Banker 
...please visit us 
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lorgest poultry research 
center 3,000 lovers, @ 
10,000 broilers, 7,000 


PURINA RESEARCH 
Pioneered the roning , ~ en. ae ocres, 
of colves on dry teed ‘ ; over 50,000 head of 
poultry ond livestock 

fed yeorly 


DAIRY UNIT— Averoge 
yeorly production per cow 
in the herd roined from 
6,000 tbs to 12,116 tbs in 
14 yeors. 


IT’S THE NEXT THING TO HAVING THIS FAMOUS 
RESEARCH FARM RIGHT IN YOUR COMMUNITY 


The Checkerdale Program 
Includes ... Livestock and 
Poultry Feeding © Market- 
ing * Farm Management 
Disease Prevention and 
Parasite Control « Crop 
Planning and Soil Conser- 
Vation © Livestock and 
Poultry Breeding ¢ Build- 
ings and Equipment ¢ Soil 
Improvement, 


A Checkerdale store in your commu- 
nity is the next thing to having the 
great Purina Research Farm actually 
next door. This is because the Check- 
erdale store is a one-stop channel for 
all of the feeding and management 
discoveries that come from the Purina 
Farm, the first and largest research 
unit of its kind. 

Purina research developments have 


played a substantial part in the amaz- 
ing increase in our national produc- 
tion of livestock, poultry and dairy 
products. Farmers and communities 
having the most direct channel from 
the Purina Farm naturally benefit 
first and most. So a Checkerdale farm 
supply center in your community is a 
matter of both business and civic 
interest to you. 
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Dedicated to the Building of the Agricultural Community 
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